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PERFECT CIRCLE 
PISTON RINGS ARE BUILT 
TO TAKE IT 











20 TIMES 
MORE CHROME 


The solid chrome on Perfect Circle 2-in-1 rings is 
25 times thicker than the chrome plating on an 
automobile bumper. 

This thicker chrome means thousands of extra 
miles of full power and oil control. And, PC rings go 
through a special lapping process that virtually 
eliminates tedious break-in. 

Whatever the service, Perfect Circle rings are built 
to take it. Always specify Perfect Circles—preferred 


for original equipment and replacement everywhere. 


PERFECT 2. CIRCLE 


PISTON RINGS - PRECISION CASTINGS - POWER SERVICE PRODUCTS : SPEEDOSTAT 
HAGERSTOWN, INDIANA . DON MILLS, ONTARIO, CANADA 








ANOTHER BLUE STREAK 


NOW FOR THE ENGINE 
SECRET SERVICE TIP FOR YOU. 


COMPRESSION TEST, AND 
I'M THROUGH FOR 
THE DAY. 




















“The case of the 
SWITCH THAT ALMOST BURNED” 
































am JUST CONNECT 
THIS JUMPER SWITCH 
TO TURN OVER THE 
ENGINE WITHOUT 
TURNING ON 

THE ENGINE... 


HOLD IT, MIKE! MAKE SURE YOU/RE 
CONNECTING THAT JUMPER PROPERLY. 
IF YOU DON’T, YOU’/LL BURN OUT THE 
NEUTRAL SAFETY SWITCH THAT YOU 

FIND IN MOST CARS WITH AUTOMATIC 


t Za 
TRANSMISSIONS. i 




















WAY TO TURN THE ENGINE OVER 
WITHOUT TURNING ON THE IGNITION. 
JUST DISCONNECT THE WIRE 
RUNNING FROM THE 
PRIMARY TO THE 
DISTRIBUTOR. 


USE THE KEY IN THE IGNITION 
OVER FOR THE COMPRESSION 


REMEMBER TO RECONNECT THE 
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YOU/RE SO SMART, 
MIKE, YOU KNOW ALL 
ABOUT ENGINES AND 

EVERY THING. 


SWITCH TO TURN THE ENGINE 


WHEN I READ MY 
BLUE STREAK 
SERVICE BULLETINS. 





PLAY IT SAFE, M’ BOY! REMOVE EXISTING 

CONNECTIONS AT THE NEUTRAL SAFETY 

SWITCH BEFORE TESTING! THAT'S THE 

PROPER WAY TO AVOID APPLYING 
BATTERY TO THE SWITCH. 


I SEE! 
[ NOW THERE'S 
=. NO CHANCE 
vz, OF DAMAGING 
(( YE 
THE SWITCH! 





~~ 





THERE'S NO EXCUSE 
FOR A BURNT-OUT UZ 


TEST. AND, OF COURSE, 1 MUST 


SWITCH! LET 
BLUE STREAK 
HELP YOU! 


ss 
WRITE Now FOR BLUE STREAK 
SERVICE BULLETIN #90, “HINT FOR 
BETTER ELECTRIC SERVICE” 
STANDARD MOTORS PRODUCTS, INC., 
37-18 NORTHERN BLVD., 
LONG ISLAND CITY, NEW YORK. 
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...Our reputation is in good hands” 


says RALPH N. HARDWICK, Studebaker dealer, 
Fort Worth, Texas 


“The most important reason for our using the 
CoMMERCIAL CREDIT PLAN is that our reputation 
is in good hands. Our customers are impressed by the 
benefits offered and the simplicity of it. Highly satis- 
factory service keeps customers sold on Commercial 
Credit and on us. This helps build repeat sales. Without 
this guarantee of good customer relations, a finance plan 
could hurt a dealer’s reputation. We capitalize on cus- 
tomer acceptance by paying a bonus to any salesman who — 


writes up a deal that includes Commercial Credit Plan.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommMerciAL Crepir CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $240,000,000 .. . offices in principal 
cities of the United States and Canada. 





QUALITY AND 
RFORMANCE 


They’re as alike as any two precision 
mechanisms could be, because Holley Pep 
Carburetors are engineered and built to 
exacting original equipment standards. 
Each Pep Carburetor for Ford-built or 
American Motors cars is brand new and 
meets the specific requirements of the car 
model and engine for which it was designed. 
It is built as an identical twin to the car- 
buretor it replaces. That’s why, when you 
sell a Holley Pep Carburetor—or use a 
Holley Pep Kit, containing genuine Holley 
parts, for a carburetor minor overhaul — 
you’re sure of a satisfied customer. 
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Genuine Holley Genuine Holley Generator 
Voltage Regulators and Starter Parts 


Pep Carburetors— 
Engineered to Original 
Equipment Specifications 


Pep Carburetor Kits 
— Original Equipment Genuine Holley 
Parts for Minor Overhaul Ignition Equipment 


Original Equipment Manufacturers for over 55 Years e See your Holley Distributor—Check the Yellow Pages 
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Typical presentation 
for 6 cylinder engine — 


reduced from 5-inch screen 


THE MOST INFORMATION 
FOR EXACT TUNE-UPS/ 


Only the EnginScope details each 
cylinder simultaneously — only the 
EnginScope provides a trace for each cylinder. 


Every minute detail of each cylinder’s ignition cycle — 
presented with all cylinders simultaneously — 
to help you do precision tune-ups. 


Applicable to commercial and military vehicles, including 
shielded ignition systems 


DYNAMIZE YOUR cath 


write for details on the fabulous 


pum Mont ALLEN B. Du MONT LABORATORIES, Inc. 
750 Bloomfield Avenue, Clifton, M. J., U.S.A. 





I'M TIRED OF BEING *SOAKED! 


- Va 
“WITH BIG Ae 
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JACK REPAIR 
BILLS 





Aren't you, too? Easy to Install 


IN YOUR SPARE Time 


an 


JACK REPAIR KITS 


It’s easy to 
Repair-it-yourself 

with a Jack-Pack Kit. 
Prices start at about $2.50 


Order from youn jobber 


or write for FREE FOLDER “Facts on Jacks” 
JACK-PACK MFG. CO., 2115 N. Marinna Ave.,Los Angeles 32, Calif. 
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A Complete line of 
WATER PUMPS 


The finest ever developed for... 
LONG, TROUBLE-FREE SERVICE 





Precision - Engineered — Performance - Tested 


You can install a Permite Water Pump with 
complete assurance of satisfaction—every 
time! Each water pump is specifically 
designed for the particular car, truck, bus 
or tractor application for which it is used. 
Recommend Permite to your customers as 
the quality pumps preferred by service experts 
in the trade. Like all other parts in the com- 
plete line, Permite Water Pumps are built to 
the highest engineering standards, mechan- 
ically tested and 100% vacuum tested to 
assure superior performance throughout a 
long, trouble-free life. 








Permite Water Pumps—A Part of Today’s 
Bigger and Better Line of Permite Preferred 
Parts. For the complete line, call your jobber. 


ALUMINUM INDUSTRIES, INC. - Cincinnati 11, Ohio 


rmite preferred 


by vehicle manufacturers / car and truck dealers / garage and service men / fleet operators 
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MONMOUTH 
SERVICE... 


IN ACTION 


“Here’s the kind of help we like... 


.-. practical, technical information that helps us do a better job. For example, 


Monmouth’s Engine Bearing Reference Manual shows why bearings fail and 
gives timely tips on how to do a better bearing job. Since 1935, I’ve looked 


to Monmouth for the best in engine bearings.”’ 


If you want quality and quick service plus the latest engine bearing 
bulletins, manuals and technical data, call your nearby NAPA jobber. 


He has a complete line of Monmouth bearings backed by Monmouth service, 


Low premium ‘‘customer insurance”’ is yours when you install... 


MONMOUTH Engine Bearings 


CLEVITE SERVICE: Cleveland Graphite Bronze e Division of Clevile Corporation @ Cleveland 3, Ohio 


states Floyd R. Hagan, Owner 
Hagan Service Center 
Gainesville, Georgia 
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New Texaco Outboard 
l e Motor Oil is attracting busi- 
ness to Texaco Dealers because 
the bulk of outboard oil sales is 
made at service stations — not only 
for outboards, but for mowers and 
other power equipment too. 


Buyers want the superior 

e performance of new Texaco 
Outboard Motor Oil. Rigid tests 
against five competitive outboard 
ails proved that new Texaco Out- 
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board Motor Oil gives the best 
protection against spark plug foul- 
ing, hard starting, corrosion and 


engine wear. 

Texaco national advertising 
3. brings in buyers. Just these 
three reasons present additional 
evidence that it’s worth while to 
sell the best . . . sell 


TEXACOS6®) 


reasons why 
this new Texaco marine 
product is increasing 
service station 
business 


eA A SI RR eT UNS NN 

MA-9 

A PROMISING FUTURE is one of the advantages 

f teaming up with Texaco. There may be an of 
wtunity for you. Investigate — send this 

to Sales Manager, Texaco Inc 


New York 17, N.Y 


135 E. 42nd S 


would like to get complete information 
the possibility of becoming a Texaco [(] De 


[] Consignee 


[ ] Distributor (Please che 
NAME _ 
STREET _ 
i gp A 
STATE 


9 
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Heavy-Duty 


MUFFLER GUN 


pilus 3 exclusive chisels 


GUN AND cHisEe_ts FREE 


when you buy 5 fastest-selling 
AP Muffiers at retail price 


Tired of losing muffler customers who can’t wait? Tired of turning down the big, high- 
profit jobs because they take too much time? AP’s free muffler gun is your answer— 
enables you to meet any competition, make more profits fast! 


Do any job in minutes. Now you can do any muffler job in minutes, meet any 
competition, cash in even more on the record-breaking muffler market. 


Reaches ANYWHERE, does everything. The AP muffler gun is a heavy-duty 
pneumatic hammer that obsoletes old-fashioned hand chisels, heating elements, 
hacksaws and hammers. It will not balk or freeze even when cutting two layers of steel. 
You simply connect it to the standard coupling on your air hose. Then insert one of the 
three exclusive cutting chisels included with the gun and you’re set for a fast muffler 
removal job. Want to replace the pipe without ruining the muffler? Or the muffler with- 
out ruining the pipe? Cut pipes that go over nipples? Or nipples that go over pipes? 
You have the right tool and the right instructions to speed the job. THE AP PARTS 
CORPORATION, 3-V AP BUILDING, TOLEDO 1, OHIO. 


Free Service Manual. At last—a complete Muffler Service Manual, crammed full 
of time-saving, labor-saving tips, detailed step-by-step pictures on specific problems. 
Explains how to use AP muffler gun. Ww 





Conveniently packaged. This muffler tool, 
three chisels and extra holding spring come to 
you neatly packaged in a single carton— 
along with the five fastest-selling AP mufflers 
you buy. 











“OUTSIDE” CHISEL 


“CUT OFF" CHISEL 


Patents applied for on chisels 


MORE FOR YOUR MONEY... 
MORE MONEY FOR YOU 
WORLD'S LARGEST MANUFACTURER OF REPLACEMENT MUFFLERS 


Your prospects are made aware of the AP name through 45,000 
A-Boards, consistent advertising in LOOK, ARGOSY, TRUE, 
POPULAR MECHANICS, MECHANIX ILLUSTRATED and via 
Walter Cronkite over the entire CBS radio network. 


FREE 
WUFFLER CHECK 








| } 


NEED A HAND TOOL? CALL YOUR Blackhaurk JOBBER! 


Any Tool you ever need is no further away than a 
‘phone call to your Blackhawk Jobber! No need to wait 
for service! Check YOUR Tool Kit right now. Just 
pick up the ’phone and get that Blackhawk Tool im- 
mediately that you have been needing or intending to 
buy. It will make money for you. Remember! The cost 
of Tools you use in your work is deductible from your 
income tax. 


THE WEW BRITAIN MACHINE COMPAHY HAND TOOLS 
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For Extra Headlamp Profits: 











When one 4002 goes, chances are the other’s just about 
had it, too. Why wait? Save your customer time, trouble 
and inconvenience. Suggest that he replace ’em both... 
it only takes a few minutes more. And, this extra sale 
brings extra profit. 

Insure these extra profits with Tung-Sol Dual Vision- 
Aid Headlamps — initial equipment choice of leading 
car manufacturers. Dual Vision-Aid Headlamps provide 
the kind of illumination your customers should have: 


LR 
fpr pees ‘\ 


Replace Burnout amd Mate 





sharper, more accurate low beams directed down the 
right side of the road, away from oncoming traffic... 
distance-devouring high beams that provide greater visi- 
bility and safety on the open highway ... and long, 
reliable service. 

Insure your service work and your profits. Tell your 
supplier to make ’em Dual Vision-Aid Headlamps. 
Automotive Products Division, Tung-Sol Electric Inc., 
Newark 4, New Jersey. 











) TUNG-SOL 


The only complete automotive lighting line 








HEADLAMPS - 
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MINIATURE LAMPS 


FLASHERS 
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to help you sell more 


ROBERT BOSCH 


Thermo -elasti€ 
| 


SPARK PLUGS 























ut 








T BOSCH Means Business 





with this new plug sales kit 


ROBERT BOSCH starts a big, 
long-range drive right now to step 
up your plug profits. Kicks off the 
campaign with this bang-up new 
sales kit loaded with eye-appeal, 
buy-appeal “selling tools” for shop, 
window and counter. 


Thermo-elastic plugs are tops for 
performance because they adapt 
their working temperatures to 


every driving condition. Cash in on 
the built-in demand for replacement 
with ROBERT BOSCH on imported 
cars, largely factory-equipped with 
thermo-elastic—and on the ever- 
increasing market on domestic cars 
and engines, too. 

ROBERT BOSCH CORPORATION, 
40-25 Crescent Street, Long Island 
City 1, New York; 225 Seventh 
Street, San Francisco 3, California. 


| 


ROBERT BOSCH 


Thermoetastil | 
| ie J | 


SPARK PLUGS 
the plugs that adapt 
their working tem- 
peratures to every 

driving condition 





Bring back new-car safety, new-car performance withDELCO 


MORAINE 
POWER 
BRAKE 
SERVICE 
UNITS 


These kits, parts and com- 
plete assemblies—along 
with special service manuals 
—help you to make quick, 
accurate repairs as recom- 
mended by the original 
manufacturer. And your 
customer gets that just-like- 
it-was-when-I-first-bought- 
it feeling. Service units and 
copies of the Delco Moraine 
power brake service man- 
uals are readily available 
through car dealers and 


U.M.S. outlets. Order now. 


ol 


er 


i } 








Service manuals available 
for all models. 


DEPENDABLY MADE 


DELCO 
MORAINE 


Division of General Motors, Dayton, Ohio 
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How to tame 
“bearish” 
customers 


Give them the richest, 
most complete multi- 
viscosity oil in the world— 
Pennzoil 10W-30 with Z-7. 
So rich, it gives double the 
protection demanded. 

So complete, you never 
need extra additives. 

You can depend on this 
multi-viscosity oil for both the 
starting advantages of |OW 











and the wear protection 

of S.A.E. 30 grades. This all- 
weather oil contains 100% 
Pennsylvania bright stocks 
to minimize wear—doesn’'t 
depend on neutrals and 
chemicals alone. 
























You’ll increase winter 
service business, boost sales 
and profits on all your services 
and products. And safe- 
guard your good reputation 
for customer satisfaction. 

For more winter business, 
keep track of customer 
service needs and sell them 
when they’re needed. It’s 
easy with Pennzoil’s 
exclusive Kontax System, 
4-to-| favorite among 
dealers nationally. 

Call your Pennzoil 
distributor today about 
Pennzoil 10W-30. He’s 

listed in the Yellow Pages. 


Member Penn. Grade Crude Oil Assn. 
Permit No, 2, Oil City, Pa, 
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THOMPSON PRODUCTS 
VACUUM TESTED WATER PUMPS 
never need greasing 


Only a precision built, vacuum tested water pump can be greased 
for life. And that’s the story of Thompson factory duplicate pumps. 
Skilled hands machine and hone each Thompson pump part for 
precision fit. Critical engineers torture test each model for the equiv- 
alent of the car’s operating life. Each and every pump is vacuum 
tested against the most minute seal or assembly defect. And as a final 
assurance of long, trouble-free life, Thompson water pumps are greased 
for life. 

To get the water pump you need, to be sure of reliable service and 
a satisfied customer—specify Thompson. There’s a factory duplicate 


for virtually any car in use today —regardless of make, model or year. 
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WHAT HAVE YOU 





ls it priced to 
ve you room 


for real profit? 
_ Is it a brand 
that can build 
your sales? 


a ® 


Compare what Armstrong gives you! 


No other company, big or small, can match it: 


i. 4. 


il 














Exclusive features customers can see 
— patented Safety Discs that mean 
extra safety at no extra cost. 


More room for profit, tire for tire, 
than any important brand... you buy 
better, yousell better with Armstrong! 
Most effective advertising in the 


2. 
3. 


industry, with the famous “‘fist”’ grip- 
ping the road, includes LIFE, LOOK, 
POST and Tv! 


Complete line including three Miracle 
Safety Disc grades — helps you trade 
up, get every sale at every price. 


o. 
6. 


Longest, strongest guarantee in the 
industry, with famous road hazard 
feature — another big extra. 


No “company store” competition, no 
direct truck tire sales. Freedom to sell 
every buyer! 


YOU HAVE THE MOST TO SELL — 


aS ARMSTRONG RUBBER COMPANY 
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GOT TO SELL? 


ONLY ARMSTRONG 
GIVES YOU SAFETY 
DISC GRIP TO SELL! 


Best Known, Most Wanted 
Safety Feature in Tires 
Today . . . and It’s “Free” 


“Extra Safety at No Extra Cost” is what 
Armstrong gives you to sell — and that’s 
hard to beat! What customers want most 
in tires is safety. Survey after survey 
proves that. They also want a price they 
can pay. Armstrong “Miracle” Tires let 
you offer both — in three grades at three 
price levels. Meet any competition, 
because you have this extra to offer, at 
NO extra cost. 

Armstrong’s famous safety plus is not 
hidden inside the tire. You can show it to 
customers, demonstrate how Safety 
Discs work in 10 seconds! Only 
Armstrong has this patented, exclusive 

feature that has sold millions of tires. 


WHEN YOU SELL ARMSTRONG TIRES 


Main Office, West Haven, Connecticut 
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LININGS FOR 
Introduced by 


INTERCEPTOR and SPECIAL SERVICE 


NG 
A'S SAFETY BRAKE LIN! 





AMERIC 
AMERICAN BRAKEBLOK 


A new brake lining—known as the Interceptor — efficiently at peak temperatures. Its materials are 
has been added to American Brakeblok’s wide high in friction for maximum braking power. It has 


range of quality linings to meet the requirements been thoroughly road-tested by actual law en- 


of police cars, ambulances, and other vehicles forcement agencies for months and found to meet 


making frequent stops at high speeds. every braking emergency with a substantial mar- 


The Interceptor set has been designed to operate gin of safety. Available from your NAPA jobber. 


SALES-BOOSTING PACKAGING 


Both the Interceptor and the Special Service Set come in an attractive, colorful package 
that stacks easily on your shelves and that is quickly identifiable for instant selection. Its 


“tuck-fold"” feature permits quick and easy inspection of the contents. 
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POLICE CARS, TAXIS 


American Brakeblok 


SETS in Attractive, Easy to Stack Packages 














American Brakeblok’s new Special Service lining 
has been developed for multi-stop service such as 
taxi and rural mail carrier operations. It is made- 
to-order for any application involving a wear 
problem. Cars and light trucks handling city 
deliveries are ideal prospects for Special Service 


sets. 


Extensive “on-the-job” testing of this multi-stop 
lining has shown it to outlast ordinary friction 


materials by three to one in rural mail delivery 
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cas SAFETY BRAKE & 


operations. And similar testing on taxis has proven 
it superior to many linings now being used in cab 


service. Order from your NAPA jobber. 


fran 


bi 


P.O. BOX 21 ¢ BIRMINGHAM, MICHIGAN 
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NOTE Weaymie) ECONOMY AIR COMPRESSORS 


Versatile ! 


For: 


* Moblie Road Service « Service Station Stand-by 
* Home Hobby Shops « Farms « Smal! Service Stations 


On wheels, with 20-gal. air receiver. 


Portable or stationary... 
convertible at any time 


These are low rpm, true reciprocating piston air com- 
pressors, conservatively designed to eliminate the repair 
headaches usually associated with utility machines. With 
them, you get such important features as low operating 
speeds, deep heat-radiating fins, easily removed head 
valves, and large-bore, long-stroke compressor blocks— 
all contributing to long service life at a low cost. 


Base mounted with pulsation chamber. 


Wayne Economy Compressors are available with a choice 
of engines, mountings, and operation to cover a wide 
variety of ‘‘little air’’ uses. With gasoline engine, they are 
excellent for service station stand-by in case of power 
failure. On the back of your service truck, they can make 
extra dollars for you on road service calls. For portability 
on farms and in paint shops, they can't be matched— 
just put the wheels on them and roll them anywhere. 


Get a Wayne utility unit with big compressor quality at 
small compressor prices. See your Wayne distributor 
today... or write for descriptive literature. 


With 4%, Ye or % hp electric motor or % or 14% hp gas engine. 


WORLD'S LARGEST 
MANUFACTURER OF 
GASOLINE PUMPS AND 


SERVICE STATION EQUIPMENT 


THE WAYNE PUMP COMPANY « Division of Symington Wayne Corporation « Salisbury, Md. 
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Refinish Acrylics the easy way... with— 


neW MoE. 


@ All-purpose sealer 


@ All-purpose primer-surfacer 


For ~ 
OR USE WITH AC 


For smooth lustrous color holdout! 


@ Designed especially for use over and under acrylic 
lacquers, new DirzLeR AsLeE. Primer-Surfacer can 
also be used with enamels and nitrocellulose lacquers. 
Has exceptionally high solid content—needs fewer 
coats for proper filling. Feathers out without splitting 
or chipping around edges. Dries unusually fast. 
Can be sanded wet or dry without clogging paper. 
Excellent adhesion and color holdout. A-LsE is 
available in three colors—light gray DZL-3200, 
dark gray DZL-3400, and red oxide DZL-7200. 


For highest-quality workmanship! 


@ You'll be extra proud of your refinishing when you 
use DitZzLER A-LeE All-Purpose Sealer. This high- 
quality undercoat gives you excellent sealing, better 
adhesion, assures uniform color holdout and higher 
gloss of finish coat. It seals down sand scratches, 
prevents solvent penetration, reduces possibility of 
cracking around featheredges. Packaged ready to 
spray, DL-1891 Sealer needs no thinning, no sanding. 
And it dries remarkably fast. Works equally well 
with acrylics, enamels, and nitrocellulose lacquers. 


e@ Try these time- and labor-saving materials on your next acrylic refinishing job. 
See the difference they make in labor and material costs and in customer satisfaction. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan « Torrance, Calif. 


PAINTS « GLASS * CHEMICALS ¢ BRUSHES « PLASTICS » FIBER GLASS 


PIi'\|?T $$ 3. 3 


met A TT OS 


Cit aA fo ‘S Om PP AR FY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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: Ai criglnabigrodiecs will always be copied, but the 
genuine article keeps the con Hitence of the user by dependability. 
AERO.SEALS len laugh at vibration and corrosion... 
hang on tightly ... never shake loose or snap open. 
And they won’t damage hose. Bands and housings are of 
802-18-8 stainless steel. No extra cost for quick-attach Jets. 
Regular AERO-SEALS are also available. 


Complete range of sizes from 7/16” up. 


BREEZE CORPORATIONS, INC. 


700 Liberty Avenue, Union, New Jersey Cable Address: Breeze, Union, N. J. 








Greater safety for your customers...more profits for you 


The wet and slippery driving months are just ahead. 
Now is the time to check the brakes on your cus- 
tomers’ cars. And when you use MoPar replace- 
ment parts, you save time on your brake jobs and 
that means extra profit. 


MoPar brake parts have all the fine features 


Chrysler Corporation engineers design for the safe, 
sure control of a car. They slip into place with made- 


PARTS 
AND 


ACCESSORIES 


for-each-other precision. They install quickly, easily, 
work together for top braking performance. 


MoPar packages all the replacement parts you 
need for your important brake repairs. For greater 
safety for your customers—and more profits for 
you—call your MoPar Wholesaler, or your Valiant, 
Plymouth, Dodge, De Soto, Chrysler, Imperial or 
Dodge Truck Dealer—today 


Sell the line that keeps your customers sold on you—MoPar 
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Check 
CAR EYES 
now... 






SELL 


LAMPS 


Let this unusual cat with the headlamp 
eyes help you boost your lamp sales this 
fall and cash in on one of the greatest 
markets ever! The cat has become 
familiar to motorists as a feature on AC 





Guide’s latest window trim, reminding ss Pa ponene orn HEADLAMPS ‘ 

. ’ tremendous market of older model cars with two headlamps 
your customers to have their ss available to every dealer! Watch for broken or weak headlamps, 
headlamps checked now. Remind motor- then sell AC Guide Powerbeam 50’s .. . the headlamp especially 


ists that the darker driving months are designed for two-headlamp cars. 
just ahead. Suggest a thorough lamp 
check for all your customers’ cars. Re- 
member ... AC Guide offers a complete 
line of lamps and bulbs for every car. 


08 


Miniature Lamps Mean Bigger Profits, Too! 
AC Guide also offers a complete line of miniature 
lamps for all cars. Remember to check the parking 
lamps, brake lamps, instrument lamps, dome and 
license lamps on all your customers’ cars. If any 
are burned out, replace with the correct AC Guide 
Miniature Lamp. 


17 MILLION CARS WITH FOUR HEADLAMPS 
A big and growing market of late model cars with four headlamps! 
Get customers to switch from low to high beams for a complete 
lamp check. If you find trouble, sell AC Guide T-3 Safety Aim 
Headlamps in pairs. 


AC Guide Powerbeam 50 Headlamps 
AC Guide Powerbeam 50 Headlamps give 
two-headlamp cars fifty extra feet of visi- 
bility on low beam. They have precision- 
ground “Guide Points” for perfect aiming 
and are available for all models. 
































AC Guide T-3 Safety Aim Headlamps 
AC Guide T-3 Safety Aim Headlamps are 
installed on more new cars than any other 
brand. Like all AC Guide Headlamps, the 
T-3 has exclusive “Guide Points’ for fast, 
accurate aiming. 












LET BE THE Ze TO BETTER LIGHTING 
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(Advertisement) 





BREAKS ll 














Hi Wow! $142,000 WORTH OF MERCHANDISE. 











ANOTHER BIG GIVEAWAY... 





HEY, JOE! PUROLATOR'S RUNNING 


OVER 2400 PRIZES! 
ey GAS 
lap, Orv) 4 ns 





. YES—AND NOTHING TO BUY ) 
OR SELL—IT'S EASY! LET'S 


WIN SQMETHING! 












& ALL WE GOTTA DO |S PUTA 








PUROLATOR “SEAL OF PROTECTION” 
STICKER ON EACH CAR THAT 
DRIVES IN... 





oolEINO FILL OUT THE PUROLATOR. 
PRIZARAMA ENTRY THAT PEELS OFF 
THE BACK OF EACH STICKER.” 


GET RULES AND 
DETAILS FROM YOUR 
PUROLATOR SUPPLIER 














Ee 








THERE'S NO LIMIT TO ENTRIES... 
AND ONLY US GUYS WHO WORK 
IN SERVICE STATIONS, GARAGES 


et Oo 


a 















TER —START SENDING ENTRIES NOW! 
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Y MAN, WOULD I LIKE 
TO WIN ATRIP 
TO RIO... 










So 


% Ss 
OR ONE OF THOSE 
0 


=] SWIMMING 77 
15] pools oRA AL 
DLARKSEDAN <QX\ , 


ETC.,ETC., 
¢/ ATLA 


ETC., ETC. 










We 
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Autolite presents the greatest offer of the year! 


ELECTRIC, T 
REMOTE-CONTROLLED, “> 
AUTOLITE 


Manufactured by American Flyer espe- 
cially for Autolite ... this realistic racing 


game (a $34.98 value) can be yours when 
you purchase Autolite Spark Plugs 


There's nothing like it anywhere that provides all the fun and 
excitement—for kids and grownups as well—as this spine- 
tingling racing game now offered by Autolite. It duplicates 
the spills and thrills of real racing action... with authentic- 
looking stock cars...with a Tigure-8 grooveless track that 
gives each player an equal chance to win...with remote- 
control push buttons that make the cars go. It's all electric, 
a wonderful gift for some youngster, a game that's fun for all! 
And it can be yours so easily. 

Place an order for Autolite Spark Plugs and this rugged real- 
istic game can be yours on a deal you'll want to snap up 
immediately. Don't wait. Your Autolite Spark Plug Wholesaler 
has all the details. Call him today! The Electric Autolite 
Company, Toledo 1, Ohio. 


Game includes 10 sections of curved roadway, 2 sections 
of straight roadway, 2 powered racing cars, 8-piece ramp 
set, transformer, and 2 push-button controls. 


THRILLS! SPILLS! FUN FOR ALL! 
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RACING GAME 


AUTOLITe 


- 


YOUR 
AUTOLITE 


WHOLESALER 


HAS FULL 
DETAILS 
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@®AUTOLITE 


SPARK PLUGS 


PERFORMANCE PROVED IN COMPETITION 
FOR ALL CARS 


Don't miss the election news with Dave Garroway, NBC-TV “TODAY” Show—sponsored by Avtolite. 








SWEETEST JAM 


You EvEr 


oe 


WILL BE THE TRAFFIC CREATED BY THE BIG 
NEW DELCO BATTERY CONSUMER CONTEST! 


It happens in September and October . . . be sure you’re ready for it 
now! It's the huge Delco Battery Hollywood TV Contest, backed by 
the biggest advertising and promotional budget ever put behind a 
two-month special battery promotion. 

Fabulous prizes for consumers will build traffic for you . . . because 
every contestant must have his battery checked to enter. And remem- 
ber, it’s a proven fact that for every ten batteries checked, there’s a 
battery sold. 

Get set now; ask your Delco Battery supplier about Contest Entry 
Blanks and the colorful Window Poster that ties you directly to this 
big new national promotion . . . and be sure you're well stocked with 
Delco Dry Charge Batteries to reap the top profit from it! 





FACTS ABOUT DELCO BATTERY HOLLYWOOD TV CONTEST 





*& & %& CONSUMER PRIZES: * * 


GRAND PRIZES 


Expense-paid trip for two to Hollywood ; winners appear 
on one of Delco’s two new TV shows; 7 days for two 
in Hollywood luxury hotel; night on the town with TV 
stars—PLUS $2,000.00 CASH! 





110 ADDITIONAL CASH PRIZES 


7) > 


$1.000.00 cash each! 8500.00 cash each! 





second prize third prize 


winners winners 


100 


aah hh KK KKK KK Ka KK 


fourth prize winners 


$100.00 cash each! 


DELCO BATTERIES ARE ANOTHER RELIABLE GENERAL MOTORS PRODUCT... 
MANUFACTURED BY DELCO-REMY DIVISION, DISTRIBUTED NATIONALLY THROUGH 





D FALE Q Battery dealers who validate entries (after 


battery check) of the two Grand Prize 


PRIZES winners each receive $2,000.00 in cash. 


Kaa Khe Kh Kaka Kh Kah Kh KKK 


easy to 
enter 


Contestant completes jingle on entry 
blank, which you validate after you 
check his battery. This battery check 
opens way to sale of new battery, 
other TBA and service items, builds 
profitable extra traffic for you! 





HEAVY 
PROMOTION 


Contest advertised in LIFE, LOOK, 
THE SATURDAY EVENING POST, 
MECHANIX ILLUSTRATED, POPU- 
LAR MECHANICS, POPULAR SCI- 
ENCE, EBONY. Will reach 36,600,000 
readers during September. Will be 
viewed in October by 62,000,000 on 
national TV. Local outdoor posters 
and local television across the 
country, local tie-in material for you! 





DELCO 


BATTERY 


eae keh keh hahaha Ka kK KK 
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BIG REASONS WHY HOMESTEAD'S 
NEW MULTI-JOB WASHER CAN BE 
A REAL MONEY-MAKER FOR YOU 


a Homestead’s Multi-Job Washer does 5 Heat makes the difference — its 4 
the work of a $1,000 semi-automatic revolutionary new cleaning method 

j car washer and a $400 engine cleaner t washes cars in 7-10 minutes without b] 

4 —yet costs only $325! ‘ rubbing dirt into polished surfaces. i 


= 
1 
1 


4 Choice of heat up to 180° F., at 
: 300 Ibs. pressure, enables you to 4 
\ do a real motor-cleaning job! i 


ee ok ee com ee om ee ee see 


; In addition to car washing and motor { 
cleaning, you can make money cleaning 
lawnmowers, trucks, farm implements, SE A SR ES 


rocery carts, floors, grease pits, etc. : - 
i & y 8 P j It’s all electric. No umes. No flame. 


CUE ET EE BN A ee No fogging. Ideal for year-round use 
% indoors—year-round profits, too. é 


For full, money-making details on the Please send me full information on Homestead’s 
- Multi-Job Washer. 
Homestead Multi-Job Washer, Mail coupon wae 


HOMESTEAD VALVE MANUFACTURING COMPANY 
Hypressure Jenny Division— Coraopolis, Pa. sompany 
(In Canada: Hypressure Jenny Sales & Service, Ltd., 


517 Jarvis St., Toronto 5, Ontario) Address 
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YOU NEED 


DONFURMABILITY 


IN PISTON RINGS...MORE THAN EVER BEFORE! 


YOU GET CONFORMABILITY 
TO A GREATER DEGREE IN 


DAIGK FORM 
UHROME OIL AlNGS 


ONE REASON IS 


PEDRICK’S 4-PIECE DESIGN! 


Pedrick’s peripheral-abutment Formflex oil 
ring has an individual spacer and an individual 
“Equalizer”, each of which is designed and 
constructed to work independently and to do 
its own job best! 


Thus, Pedrick’s 4-piece ring is as flexible and 
effective as possible, and the CONFORMABILITY 
which you get is unequaled. 


DEPEND ON In addition, Peprick FoRMFLEX CHROME Oil Rings are: 


e Easy to install! 


e All-purpose—for any type of vehicle, 
for any kind of service! 


FOR THE RIGHT RING JOB e Chrome-faced for longer life! 


WILKENING MANUFACTURING CO., Philadelphia 42, Pa. IN CANADA, Wilkening Manufacturing Co. (Canada) Ltd., Toronto 2 
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TIPS ON PRACTICAL 





Conclusion of a two-part series 


based on the condensation of a 
recent address before A.S.I.A. 


(Editor's note: Mr. Heidenheim’s 
penetrating talk was first deliv- 
ered before the Sales Manage- 
ment Institute sponsored by the 
Automotive Service Industry As- 
sociation. ) 


ELLING concerns _ itself 
with influencing the human 
mind. As no two people re- 


act to the same situation, selling 
cannot be 


reduced down to a 
standard operating procedure. 

So I don’t intend to stand up 
and wave a magic wand that will 
give all the answers that you men 
need to know about selling. 

There are some basic factors 
that your salesmen must know. 
Let me list them for you: 

1. Acquire a complete knowl- 
edge of the services that your 
house has to sell. This includes, as 
I have said before, your service 
strong points, as well as a general 
knowledge of the product lines. 

2. Your salesmen must be 
loyal to your Sales Manager, to 
your company and to his cus- 
tomers. 

3. He must practice initiative 
and thus become a self-starter. 

4. He must be able to gener- 
ate an all-consuming enthusiasm 


for your services and your 
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By Roger S. Heidenheim, 
Vice President—Sales 
McQuay-Norris Manufacturing Company 


products. He must sell quality of 
his parts and service, not price. 

5. He must work hard and he 
must work regularly. 

6. He must follow up prospect 
contacts. 

7. He must not forget that 
honesty and not exaggeration is 
the best policy. 

8. He must follow the instruc- 
tions and suggestions that the 
Sales Manager gives him. 

9. He must remember that 
good sportsmanship in selling is 
a prime asset of good salesman- 
ship. 

10. He must realize that 
friendliness is the cleverest 
strategy of all. 

11. He must constantly play 
up the prestige of your firm. 

12. He must help his customers 
in their resale problems. 

13. He must keep his eyes open 
and watch for the breaks. 

14. He must keep the spirit of 
service stirring in him, and 
among many others. 


15. He should not be afraid to 
ask for an order. 

So you must have salesmen and 
you must hire salesmen and train 
salesmen continually. How do 
you acquire good men and how 
do you train them? Your Sales 
Manager is the man who is on 
the spot in this case. He must 
teach sales strategy. He has to 
hope his salesmen will learn by 
doing; he must manage his sales- 
men’s thinking. By that he multi- 
plies himself and his ability to 
sell. He is the defender of sales- 
men with his management. In 
many cases he is the manage- 
ment’s spokesman. Primarily the 
sales manager must have skill in 
low pressure selling. 

It’s quite evident to you that I 
believe that a sales manager must 
have sales experience. Now I’m 
not saying that he should have 
been a top salesman because a 
top salesman very often does not 
make a top sales manager. 

Continued on page III 








1961 A.S.1.A. Convention 
Sessions in Los Angeles 


In anticipation of another 
record-breaking attendance at 
the 1961 A.S.I.A. National Con- 
vention on February 14 and 15 in 
Los Angeles, arrangements have 
been made to hold the general 
convention sessions in the Bilt- 
more Theatre. This will provide 
members and invited guests from 
all fifty states and several foreign 
countries with the best facilities 
available, announces the Conven- 
tion Program Committee. 

At its recent meeting in Chi- 
cago, the A.S.I.A. 1961 Conven- 
tion Program Committee ap- 
proved the scheduling of three 
half-day convention sessions and 
two convention highlight lunch- 
eons. The opening session will be- 
gin at 9:00 a.m. on Tuesday, 
February 14, at the Biltmore 
Theatre. Both of the luncheons 
will be held in the Biltmore Bow] 
of the Biltmore Hotel with na- 
tionally prominent speakers be- 
ing scheduled for both Tuesday 
and Wednesday. 

Preceding the two-day conven- 
tion will be the annual Presi- 
dent’s Reception and Member- 
ship Reunion in the Rex Room 
of the Biltmore Hotel from 4:30 
p.m. to 6:00 p.m. on Monday, 
February 13. The Membership 
Banquet will be held on Tuesday 
Evening, February 14, in the 
Biltmore Bowl of the Biltmore 
Hotel. 


Program Planning 


Practical advice on business 
management and successful op- 
eration will keynote the busi- 
ness sessions, according to Wil- 
liam J. Barron, Sr. A.S.I.A. Con- 
vention Program Committee 
Chairman and President of Bar- 
ron Motor Supply, Cedar Rapids, 
Iewa. Speakers and subjects will 
be announced at an early date. 


Committee Members 


Other members of the A.S.I.A. 
1961 Convention Program Com- 


The Automotive Service Industry Association was recently visited 
by three Japanese Vehicle Maintenance officials who are in the 
United States to receive guidance in: Automotive Service Associa- 
tion functions, state motor vehicle inspection and safety proce- 
dures, and techniques of repair, maintenance, and inspection of 
both automobiles and trucks. Shown, left to right are: Tsugio 
Yamamura, Instructor, Tokyo Automobile Service Promotion 
Association; J. L. Wiggins, Executive Secretary, A.S.I.A.; 
Misawo Matsumoto, Chief Assistant Councilor, Highway Trans- 
portation Bureau, Ministry of Transportation; Toru Zeniya, In- 
structor, Tokyo Automobile Service Promotion Association and 
Richard Buckley, A.S.L.A. staff. 


mittee who are giving liberally 
of their time and effort towards 
planning an outstanding, “‘idea- 
packed” convention are: Arthur 
Cole, Art Cole Automotive Parts, 
Huntington Park, Calif.; J. P. 
Farber, Chapin-Owen Company, 
Rochester, N. Y.; James L. Mc- 
Govern, Jr., Raybestos Division 


Supply Co., Pratt, Kansas; Ray 
Barnett, Irving-Cloud Publishing 
Co., Chicago, Ill.; and Charles H. 
Davis, Stanley Publishing Co., 
Chicago, Ill. 


Pacific Automotive Show 


The A.S.I.A. Convention im- 
mediately precedes the 1961 In- 
ternational Automotive Service 
Industries Show presented by 
the Pacific Automotive Show in 
the Sports Arena of the Los 
Angeles Memorial Coliseum on 
February 16, 17, 18, and 19. Ac- 
cording to J. K. Wilkinson, 


of Raybestos-Manhattan, Inc., 
Stratford, Conn.; E. N. Robin- 
son, Stewart-Warner Corpora- 
tion, Chicago, Ill.; Harry P. 
Schaller, United Motors Service, 
Detroit, Mich.; Frank Tighe, 
The Chilton Company, Philadel- 


phia, Pa.; George Werner, M. 
Werner & Sons, Sandwich, IIl.; 
Arthur Wolff, National Auto 
Supply Co., East St. Louis, II1.; 
Paul M. Woolwine, Woolwine 


President of the 1961 Show, over 
1,000 display booths will be 
available in this new locale for 
the P.A.S. with all the latest 
facilities. 
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But a sales manager must know 
every facet of his business. 
Whether he came up through the 
ranks of a salesman or not is in- 
cidental, although it may help 
him if he did. But he must 
continually be out in the field 
selling his house and his services 
and his products or he will not 
know how to instruct his sales- 
men to do so. 

Unfortunately, because of the 
unavoidable emphasis on train- 
ing, a large number of today’s 
salesmen are kind of formula- 
ridden. You can almost hear them 
ticking off to themselves the 
different steps they have been 
instructed to go through: Give 
attention — pause — interest 
pause — create desire 
action. 


pause 


They are so preoccupied with 
the mechanics of selling that 
there is no juice left in them. 
Some salesmen recite their spiels 
like men in a trance. When they 
come armed with visual aids this 
seems even more pronounced. 

In other words, they are over- 
shadowed by their own corporate 
image. So much so that their 
personal role appears small by 
comparison. 

Many salesmen attach much 
value to the apple-polishing school 
of human relations, Apple-polish- 
ing and buttering-up and such 
activities have their places, of 
course, and this would be a 
bleak world without them, but 
they can be carried to extremes. 

Frankly, the situation is ripe 
for the emergence of a new bag 
of sales tricks; for the emergence 
of the new salesman, the man who 
will be capable of sensing which 
way the customer cat is likely to 
jump—and who is quick enough 
enough to jump with him. 

I know one of the problems of 
every company, manufacturer, 
wholesaler, or the trade is in 
getting men to qualify in the 
field of selling. But there are 
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many prospects for selling for 
your organizations. The main 
thing you must do is to 
ahead when you hire anyone in 
your business, whether he be de- 
livery boy or counterman. 

You should look ahead far 
enough to put that man you hired 
in a salesman’s position at some 
future date in your mind. Every 
man in your organization should 
be working through the years 
to be a salesman. That should be 
the goal that is in the mind of 
your employees. They should be 
hired on that predication. 

They should’ be _ trained 
through their years of inside 
service with that thought in 
mind. A salesman is always 
better when he comes up through 
your organization because he has 
been schooled in your way of do- 
ing business. 

If when you hire a new deliv- 
ery boy or a new stock man, and 
you hire him with the thought in 
mind that some day he will be on 
your sales force, you will find 
that any extra investment that 
you make in that man throughout 
the years will more than pay off 
for you. 


look 


“ 


es <a 


Considerable shock absorber 
safety interest was recently 
generated by the Thompson 
Products Replacement Division, 
Thompson - Ramo - Wooldridge, 
Inc. with a contest for parts 
distributors and their employ- 
ees. The contestants were asked 
to estimate the stopping dis- 
tance for an _ automobile 
equipped with new Sky-ride 
shock absorbers and _ one 
equipped with badly worn 
shocks. The 12 winners each re- 
ceived one of the new Bell 
Sound Stereo-Pak tape cart- 
ridge players with dual pre- 
amplifiers and matching Stereo- 
Pak speaker system manufac- 
tured by the Bell Sound Di- 
vision of TRW. The player 
is illustrated in the photo above. 
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The new headquarters of Blackhawk Automotive of Canada is 
located at 24 Canmotor Ave., Toronto, Ontario. The Canadian 
operation, launched by Blackhawk Automotive Division, Milwau- 
kee, Wisc., is under the direction of Robert C. Lodwick, who has 
been named sales manager. Complete warehousing, shipping, re- 
ceiving, order handling are being handled at the location. 








Automotive Wholesaler’s Sales and Inventories 


Data from the Bureau of the Census, Dept. of Commerce 


Region 
New England 
Middle Atlantic 
East North Central 
West North Central 
South Atlantic 
East South Central 
West South Central 
Mountain 
Pacific 


United States 


Per Cent Change in 
Sales 


A 


June June 
1960 


from 


|>+ 


_ 
a'-oouw-o 


Inventories 


June 
1960 
from 
May 
1960 
+4 
—§ 
0 
—1 
—1 
—1 
—1 
+4 
+2 


—1 


Monthly Sales of Automotive Jobbers 
incl., Tire and Tube Wholesalers* 


Monthly Sales of Franchised Car 
Dealers * 


Monthly Sales of Gasoline Service 
Stations * 


All Data are in Millions of Dollars 


Month 
374 
383 
418 
449 
443 
465 


Total—Year 


#4, 
Total—-6 Months $2,532 $2, 


* Estimated by the Bureau of the Cens 


450 


400 


350 
\/ 


300 


250 


Leese Sateen phe ett 959 —— 


1960 1959 
$ $ 3 


52 
333 
375 
392 
389 
429 
419 
405 
428 
439 
429 
379 


76 
270 


us. 


Per Cent 
Change 
+ 6.15 
+15 01 
+ 9.87 
+14. 54 
+13. 8 
+ 8.3 


Jan 
Feb 
Mar 
Apr 
May 
June 
July 
Aug 
Sept 
Oct 
Nov. 
Dec. 


Total 
Total 


All Data are in Millions of Dollars 


Per Cent 


Month 1960 1959 Change 


nw 
NHN NNHNWOWHNM PP 


Year 


6 Months $17 528 


All Data in Millions of Dollars 


Month 1960 1959 
Jan $1, , 282 
Feb +, 1,197 
Mar iF 318 
Apr s 348 
May : ,427 
June : ,450 
July 
Aug 
Sept 
Oct 
Nov 
Dec 


Total Year 


$16 793 
Total 6 Months 509 $ 8 022 


MONTHLY SALES OF AUTOMOTIVE WHOLESALERS— 
INCLUDING TIRE AND TUBE WHOLESALERS 


(All Data in Millions of Dollars) 
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Looking over plans for the new 
Raybestos Los Angeles sales 
office and warehouse to be 
erected at the corner of 
Alameda and East 22nd Sts. 
are left to right: J. T. Parpal, 
Raybestos Branch Manager; W. 
G. Jowers, West Coast District 
Manager; G. P. Smallwood, Con- 
tractor; J. L. McGovern, Jr. 
Raybestos Sales Manager; and 
J. G. Helm, realtor. The new 
building, which has more than 
twice as much floor space as the 
present Raybestos branch, is 


the third in a series being 
erected for Raybestos. 


Standing beside the Go-Kart 
trailer and one of the karts are 
driver Don McGillivray and 
mechanic Paul Ryening of Twin 
Cities, Minn. This team started 
winning trophies in January 
while racing Clinton equipped 
karts in Class A and Class B 
competition. Paul Ryening is 
a small engine mechanic who 
now works at National Bushing 
and Parts Co. in Minneapolis. 
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AAR Announces 
Coded Customer List 


Shortly before August Ist, the 
5th Edition of the AAR Coded 
Customer List was announced to 
the trade. 

This undertaking by AAR 
(Automotive Affiliated Represen- 
tatives) eight years ago has de- 
veloped into what is believed to 
be the only list like it ever pub- 
lished in the automotive after- 
market industry. 

The current edition has ap- 
proximately 15,600 names of cus- 
tomers called on and sold by AAR 
members throughout the 50 states 
of the U.S. as well as the 10 
provinces in Canada. 

For further particulars, write 
to Ed L. Lee, Executive Secre- 
tary, AAR, 17 West 60th Street, 
New York 23, N. Y. 


AWA of New England 
Plans Convention 


The Automotive Wholesalers 
Association of New England will 
hold its first convention on Octo- 
ber 6, 7 and 8 at Provincetown, 
Mass. Edward P. Kileen of Pare- 
menter Auto Parts is president 
of the Association. 

Serving on the committee in 
charge of the event are the fol- 
lowing: Chairman, Benton H. 
Rosen, Franklin Supply Co., 
Providence, R. I.; Program and 
Yearbook, Lou Blumenthal, Mo- 
tive Parts Corp., Hyde Park, 
Mass.; Housing, C. Hazard Beck- 
ford, Franklin Auto Supply Co., 
Brockton, Mass.; Golf Tourna- 
ment, William J. McIsaac, Sim- 
plex Automotive Parts Co., Prov- 
idence, R. I.; Credentials, 
Michael R. Hryb, Risley Leete 
Co., New Haven, Conn. and 
Treasurer, Julius Rubin, Everett 
Avenue Auto Parts Co., Somer- 
ville, Mass. 

Registration will be on October 
6. A business session is planned 
on the morning of October 7 and 
a golf tournament will be held in 
the afternoon. A full day session 
will be held on October 8. 


CARL R. WIPPERN 


Carl R. Wippern, 60, prom- 
inent automotive parts 
industry leader and Presi- 
dent of McQuay-Norris Mfg. 
Co., St. Louis, Mo., died last 
month of circulatory compli- 
cations. He had been ill only 
a few weeks. 

Mr. Wippern had a 
national reputation as one of 
the foremost marketing ex- 
perts in the automotive field. 
Born in St. Louis, he spent 
his entire working lifetime 
with the McQuay-Norris 
Mfg. Co., where he began his 
career as a secretary in 1918. 
Shortly thereafter he fulfilled 
his natural urge to sell by 
joining the sales department. 

He progressively held posi- 
tions from field salesman to 
Vice President and Director 
of Sales. He was made Exe- 
cutive Vice President in 1950 
and was elected President of 
the company in April, 1959. 
He was a director of Mc- 
Quay-Norris from 1946 to 
the time of his death. 

For over 42 years Mr. 
Wippern unselfishly dedi- 
cated his outstanding abili- 
ties to the growing and 
changing automotive parts 
industry. He was considered 
an authority on industry 
affairs by wholesalers and 
manufacturers alike. 














William Corley of Indianapolis, 
right, is shown presenting a kit 
of K-D Automotive Hand Tools 
to “500” winner Jim Rathmann. 
Occasion was this year’s excit- 
ing 500 mile competition at 
Indianapolis Speedway. Mr. 
Corley is former owner of sev- 
eral race cars. 


Weaver Div. Expands 
Sales Department 


Reorganization and expansion 
of the sales department of 
Weaver Manufacturing Company 
Division of Dura Corporation, in- 
cluding the appointment of five 
regional sales managers for the 
entire country, has been an- 
nounced by Kenneth W. Sward, 
general manager. 

The new Weaver sales execu- 
tives and the territories for 
which they will be responsible 
are: Henry P. Lange, Eastern 
Region, including the 11 north- 
eastern states; Thomas L. 
Wheeler, Southeastern Region, 
covering the 10 southeastern 
states; Warren L. Smith, Central 
Region, including the lower 
Great Lakes and Ohio Valley 
states; Ray F. Lane, Midwest Re- 
gion, covering the 11 midwestern 
and Great Plains states; and M. 
H. Austin, Western Region, in- 
cluding the Mountain and Pacific 
states. 

“The regional sales managers 
will report to Ruel Logan, vice 
president in charge of sales, and 
will assist him in closer field 
supervision,” Sward explained. 


Houston Announces 
Construction Programs 

By awarding a $10 million con- 
struction contract for tetraethyl 
lead and tetramethy! lead plants 
at Beaumont, Texas, Houston 
Chemical Corporation will be- 
come the third U.S. producer of 
these gasoline additives. Houston 
President, Harold D. McGowan, 
stated that the new plants are 
expected to go onstream by Sep- 
tember 1, 1961. 


Second Major Project 

This is the second major con- 
struction contract announced by 
the company in a month for its 
projected Beaumont petro-chemi- 
cal complex. Earlier it awarded a 
contract to Scientific Design 
Company, Inc., to build an 80- 
million pound per year ethylene 
oxide plant, largest unit of its 
kind yet constructed. This plant’s 
glycol production will go into 
Houston’s automotive anti-freeze 
brand, “Peak.” 


Ramco Appoints Two 


John Redwine and Norman 
Riechers were appointed Assist- 
ant Sales Managers—Replace- 
ment, in a move by Ramsey Cor- 
poration recently. 

John Redwine will be in charge 
of all sales activity through 
N.A.P.A. warehouse distribution. 
Norman Riechers will head up 
sales effort through independent 


= 


John Redwine 


Winner of the B-1 Booster Golf 
Trophy for 1960, at the Annual 
Booster-Jobber Outing at Blue 
Hills Country Club in New Eng- 
land was Bud Englar, regional 
manager of Wilkening Manufac- 
turing Co. He is shown re- 
ceiving the Booster Golf Trophy 
from Miss Christine Saunders. 
The presentation was arranged 
by friends of the winner from 
within the automotive industry 
in New England. 


warehouse distributors and re- 
distributors. 

According to Hans M. Siverts, 
General Sales Manager, “This 
move will undoubtedly benefit our 
warehouses and jobbers in that 
it places an experienced, success- 
ful man at the head of our two 
major divisions of replacement 
distribution.” 

Both men will 
reside in St. Louis. 


continue to 


Norman Riechers 
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Walker Establishes 
New Pacific Division 


In order to better serve the en- 
tire West Coast area in all of its 
marketing activities, J. W. Jas- 
persen, Vice President in Charge 
of Sales for Walker Manufactur- 
ing Company, has announced the 
formation of a new Pacific Divi- 
sion for the Company. Headquar- 
ters will be at San Francisco. 

This new marketing division 
will be under the direction of E. 
F. Herman, previously Manager 
of the Eastern Zone for Walker 
Marketing Corporation. It will 
encompass all Company activities 
including wholesale, original 
equipment and commercial sales. 

Under the new division, sales 
activities for Walker Marketing 
Corporation will be divided into 
two districts. The Southern Dis- 
trict, under Jack H. Schuler, a 
former Mid-West District Man- 
ager, with headquarters at Los 
Angeles, will maintain a ware- 
house at Los Angeles and will 
serve California south of the 
Kern County Line, plus South- 
ern Nevada. The district will be 
staffed under Schuler by Terri- 
tory Managers Paul Aldridge, 
Los Angeles, California; Don 
Williams, Long Beach, Cali- 
fornia; Fred Guillette, Los An- 
geles, California; and Tom Utt, 
Los Angeles, California. 


American Brake Shoe 
Acquires Herscott Corp. 

American Brake Shoe Com- 
pany has acquired the assets of 
Herscott Corporation, a manu- 
facturer of electrical resistance 
heating units under the trade 
name “Reslec.” The purchase 
price was not disclosed. Herscott 
Corporation will be liquidated; 
the firm’s plant at Rockford, III., 
will be operated as the Reslec 
plant of Brake Shoe’s AmForge 
Division. 

Robert Watts has been ap- 
pointed general manager of the 
Reslec operation, with responsi- 
bility for manufacturing, devel- 
opment and marketing activities. 
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Mobile Service Vehicle 


Champion’s Automotive Technical Services Department, under 
the direction of George M. Galster, has developed a new type of 
mobile service vehicle. These trucks are completely equipped 
engine analysis laboratories on wheels. They are designed to pro- 
vide mechanics and other automotive service personnel with the 
latest information on automotive ignition systems. 


Demonstrating Paint Techniques 


Members at the annual convention of the North Carolina Pupil 
Transportation Association were treated to a demonstration of 
painting techniques by the Martin-Senour automotive paint di- 
vision and the area National Automotive Parts Association ware- 
houses. Shown left to right are: Robert Sutter, Martin-Senour 
division manager; Nick Gaubatz, Martin-Senour territorial mana- 
ger; John A. Brosnaham, president NAPA warehouse, Richmond, 
Va.; Roy Phillips, sales manager NAPA warehouses in Richmond 
& High Point; Ellis Roberts, Martin-Senour territorial Mer. 





Motor Age's 
WHO's WW HO 


Gene P. Rob- 
ers has been ap- 
pointed general 
sales manager, 
Thermoid Divi- 
sion, H. K. 
Porter Com- 
pany, Inc. He 

will be located at the division’s 
headquarters in the Porter 
Building in Pittsburgh. 


Dr. Alfred K. Wright, vice 
president of operations, Tung- 
Sol Electric, Inc., has been 
elected to the company’s board 
of directors. 


James K. 

Wall has been 

named regional 

manager, na- 

tional accounts 

division, for the 

Fram Corpora- 

tion. He will co- 

ordinate the activities of the na- 
tional account and jobber sales 
divisions in the southern region. 


Hollis Conner has been ap- 
pointed sales manager of the 
Hyster Company’s International 
Division. 


aa 7 Leonard F. 
Cramer, photo, 
has been elected 
president of The 
Casco Products 
Corporation. He 
replaces Law- 
rence E. Fenn 

who is continuing in a consult- 

ing capacity, it was announced. 





Three ap- 
pointments 
have been made 
by United 
Motors Service 
Division of GM. 
They are as fol- 
lows: Henry F. 

Landers, photo, from zone 
manager in Cleveland to man- 
ager, sales training; Roger W. 


Lundberg, left, from Southern 
regional manager, to Pacific re- 
gional manager,; and James R. 
Keesee, right, from zone man- 
ager in Memphis, to Southern 
regional manager. 


Richard Jankowsky has been 
appointed sales manager of 
Transit Parts Company. 


Blackhawk Automotive Divi- 
sion has named two new key 
men to its internal marketing 
organization. Winston C. Wil- 
liams, left, has been appointed 
to the newly created post of 
marketing services manager. 
Thomas G. Bur has been named 
marketing manager-lifting 
equipment, also a new post. 


L. R. “Dick” 

Wilson, photo, 

has been =  ap- 

pointed to the 

post of manager 

of manufac- 

turers’ service 

sales for Per- 

fect Circle Corporation. He suc- 

ceeds Ralph Shelly, who had 

held the position since 1944. 

Shelly will serve Perfect Circle’s 

International Division in a post 

similar to the one he has held 
for domestic sales. 


John Tyson has been named 
to the newly created post of di- 
rector of advertising by the 
Simoniz Company. 


MacNichol, Jr., 
president and chief executive 
officer of Libbey-Owens-Ford 
Glass Company, was elected re- 
cently to the board of directors 
of The Goodyear Tire & Rubber 
Company. 


George P. 


Robert Dale 

Black has been 

named advertis- 

ing manager for 

Merit Mufflers, 

a supplier of re- 

placement auto- 

; motive exhaust 

systems. He has been with the 
company for a year. 


Howard E. Smith has 
appointed advertising manager 
of the Curtis Manufacturing 
Company, St. Louis, Mo. 


been 


Robert L. Hu- 
ber has_ been 
named manager 
of National Ac- 
counts for the 
Prest-O-Lite 
Battery Divi- 
sion of The 

Electric Autolite Company. He 
will contact national marketers 
of automotive replacement items 
and accessories. 
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MOTOR AGE Auto Industry In Cycle? 


Small Profit On Compacts 

Tiny Gas Turbine Engine 

Imports Suffer Setback 

f Taxmen Checking Up 
More H-P For Compacts! 


Highway Building Funds 





In the days ahead ....HERE’S WHAT TO LOOK FOR!!! 
(Items gathered and edited by Ed Janicki, Bill Montgomery and Neil Regeimbal) 


Compacts For the Other Four? 


EVERY MAKE, WITH THE EXCEPTION OF FOUR, will have a small offering 
next year.... The four soloing in big car class are Cadillac, Chrysler, 
Imperial and Lincoln.... Some say it's just a matter of time when these 
Big Four will hatch small brothers. 

Observers say small, smart sporty job will emerge from Cadillac Div. 
shortly.... How about the others? Clare Briggs, general manager of 
Chrysler-—Imperial Div. stated that there are no plans for miniature 
versions of these names. 

How about a compact for DeSoto and Lincoln? None planned at this 
time.... But things could change.... DeSoto is a strong candidate.... 
Depends on how sales go next year.... If slow, a small compact may step 
in to keep family name preserved.... Lincoln? Will keep thinking big for 
some time. 


Major Changes Due For Chrysler In 1963 


NEXT MAJOR CHANGE AT CHRYSLER CORP. will come in 1963.... In 1962, all 
cars will undergo lesser changes. Dodge and Plymouth both will be going 
to a 116-in. wheelbase.... Valiant and Lancer will carry over same basic 
styling into 1962 models.... But, they will be completely changed in 1963. 

There has been much speculation about when Imperial will switch to 
unitized body.... Imperial is only Chrysler make which still uses a 
frame.... Reliable reports say Imperial isn't due for a unit body until 
1963.... Then its assembly plant will be reconverted for that purpose. 


\ 
Auto Industry Merry-Go-Round 


WHAT FANTASTIC CYCLES the auto industry goes through! The compacts 
just get off the ground.... Now there's speculation that they will never 
reach projected goals which many are talking about.... Small cars are just 
too small, argument goes.... Now people want them just a little bit 
bigger.... Customers want all the gadgets back, including the horse-— 
power.... They also want just a little more space for golf clubs and 
picnic coolers. 

So in 1962 and 1963 the small ones will start growing.... Not much at 
first.... Just enough to permit more space here and there.... Big jobs 
will continue to shrink—also gradually.... Little ones and big ones will 
eventually meet at some point.... Then cycle will start all over again! 
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Small Cars Bring Small Profit Margin 


COMPACTS CONTINUE TO SELL BRISKLY.... Total passenger car sales are 
up.... But corporate profits have shrunk this year.... Smaller cars aren't 
bringing the margin that larger sized units do.... Evidence of this are 
sales reports from Big Three for first six months of 1960.... In most 
cases car companies sold more units.... But profits fell under last year. 

Ford unit sales, were up more than 7 per cent for the six months.... 
But profits declined by more than 7 per cent! GM unit sales climbed 15 
per cent.... Profits, rose only 3.7 per cent.... This is compared with a 
77 per cent increase in earnings in first six months of 1959 over 1958. 


Tiny Gas Turbine Engine Tested 


LATEST DEVELOPMENT IN GAS TURBINES comes from Williams Research Corp. 
of Walled Lake, Mich Company has come up with a tiny 10 x 19 in. 
unit.... It is designed, initially, for such light vehicles as jeeps and 
sports cars.... Turbine is now undergoing tests under a contract with 
Detroit Ordnance District. 

Engine weighs 50 lbs. and develops 75 horsepower.... It is smaller 
and lighter than marine engine announced by company last winter.... But 
it does not incorporate a regenerator.... Fuel rate reportedly is high. 


Imports Suffer Setback 


R. L. POLK REGISTRATIONS for first six months show imported cars 
percentage of U.S. market dipped to 8.1 per cent compared with 9.5 per 
cent for the like 1959 period. 

Meanwhile, combined sales of U.S. makes climbed about 10 per cent 
during period.... Not all makes shared in increase, despite higher over-— 
all volume.... Actually, only two-——Chrysler and American Motors——were up 
in percentage points.... Chrysler, thanks to hot-selling Dart, took 14.6 
per cent of market.... This compared with 10.8 per cent last year.... 
AMC's share edged up by 0.7 per cent to 6.4 per cent. 

GM's share of market dropped to 43.6 per cent from 44.2 last year.... 
Ford, 25.6 vs 27.5 last year and Studebaker—Packard, 1.7 vs 1.2 last 
year. 


How Safe is Your Brake Fluid? 


DOES BRAKE FLUID YOU'RE USING meet S.A.E. standards? Average quality 
of commercial brake fluids has improved over past five years.... Yet, 
sub-standard brands are still flooding market.... They are even worse 
than ever! 

Tests of 75 brands of brake fluids were made by Chrysler Corp 
It was found that 20 per cent of them were far below minimum safety 
standards set by S.A.E As you know, sub-standard brake fluids can 
cause complete failure of braking system.... They can also cause serious 
damage to rubber parts because of their low boiling point. 

Chrysler notes that 26 states, plus D. of C., now permit sale of only 
S.A.E. Type 70 R or "heavy-duty" type brake fluids.... Five years ago only 
eight states had such regulations. 
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Taxmen Checking Up 


MANY DEALERS, SERVICE STATIONS, REPAIR SHOPS are going to get a call 
from Internal Revenue Service tax agents in months ahead.... Taxmen 
making block—by—block, company—by-—company canvass.... Want to make sure 
businessmen are paying all their taxes. All returns are checked, then 
doubtful cases get a call. 

Purpose is not to audit returns.... But to make sure businessmen know 
all taxes they must pay and that they pay them.... Many small firms are 
without legal or accounting help in filling out forms.... They may miss 
payments on income taxes, employer's social security payments, employee 
withholding taxes, or excise taxes. 


Small Cars Are Big Business 


A YEAR AGO A FORD EXECUTIVE predicted that sales of compact cars 
produced by Big Three alone would reach 500,000 units.... Last month Ford 
alone came close to that figure.... Company produced, for that model year, 
485,400 compacts, including 395,200 Falcons and 90,200 Comets. 

Comet production has been phenomenal.... There were nearly as many 
Comets turned out through end of July as there were Mercury models.... In 
July compacts took nearly 45 per cent of Ford's total production.... With 
Falcon accounting for better than 30 per cent of volume and Comet taking 
nearly 15 per cent. 


Drivers Continue To Increase 


TOTAL OF 84.5 MILLION PERSONS held motor vehicle operators licenses 
last year.... A rise of 3 million or 3.5 per cent over the previous 
year.... California is still top with 8.1 million, followed by New York 
with 6.9 million and Pennsylvania with 5.4 million.... Total was about 
1.2 drivers for each vehicle. 


More H-P For Compacts! 


HORSEPOWER RACE IS ON.... Larger displacement engines are in works for 
small cars.... In addition to present 144 cu. in. engines offered by 
Comet and Falcon, a 170 cu. in. optional powerplant is planned for these 
two makes.... Chrysler also is considering larger powerplants for Valiant 
and Lancer. 

Plymouth's 225 cu. in. job reportedly is being readied for instal-—- 
lation in Valiant and Lancer.... Plymouth block is about one inch higher 
than 170 job.... But it can still be fitted neatly into Valiant—Lancer 
compartments. 


Federal Highway Building Funds Ready 


COMMERCE DEPARTMENT IS READY TO PASS OUT to states full $2.9 billion 
in federal highway building funds.... They were provided by Congress for 
12 months beginning July 1, 1961.... This includes $2.2 billion author— 
ized by Congress for 41,000 mile interstate highway system, and 75 
per cent of $925 millions authorized for primary, secondary and urban 
(ABC) federal—aid roads. 

Apportionment of rest of ABC authorization will follow final census 
count, on which distribution in part depends.... Advance apportionment 
gives states time to plan use of their funds. 
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1961 Pontiac Tempest four-door sedan. 


Pontiac Tempest equipped 
with 4-cylinder engine 


troduced the first modern car in many 

years to be powered by a four-cylinder 
engine. At the same time the Tempest engine 
represents an entirely new breed. 

It is neither small nor low-powered. In 
fact, it is a modification of the right bank of 
the current Pontiac V-8 engine, inclined at 
45-deg. to the vertical axis, It has a displace- 
ment of 195-cu.in. It is obvious that much 
has been gained in production economy by 
maintaining the same configuration and using 
certain interchangeable parts. 

For 1961, the Tempest line consists of a 
four-door sedan and a Station Wagon. Both 
are mounted on a wheelbase of 112-in. Both 
bodies accommodate six passengers, maxi- 
mum width over bumper ends is 72.2-in. The 
tread has been compressed to 56.5-in. in the 
front, 56.8-in. in the rear. Another note- 
worthy feature of the Tempest line is the 
adoption of a fully unitized body. 

The four-cylinder engine is not the only 
innovation. For Pontiac has created an en- 
tirely different kind of chassis. It features a 
transaxle mechanism with a swinging axle at 
the rear, Swinging axle design has been dis- 

Continued on page 116 


T launching the Tempest, Pontiac has in- 


Hngine ts modification of 
the right bank of current 
Pontiac V-8 engine. It is 
inclined at 45-degrees to 
vertical axis 


Cutaway of the front suspension and brake. 
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A close look at the four cylinder Pontiac Tempest engine Cutaway of engine showing piston and 
which is inclined fourty-five degrees to the right. valve arrangement on the new Tempest. 


Cutaway of the transaxle 
with automatic transmission 
and torque converter. 


View of the chassis which 
features independent suspen- 
sion on all four wheels. 
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The new 196! Dodge Dart half-ton pick-up truck inclines engine 30 degrees. 


Inclined 6 cyl engine 


powers Dodge Dart pick-up 


Truck’s slanted engine ts 
available in 101 § 140 hp 


stylish Dart half-ton pick-up headlines 
A a completely new series of light and 

medium-tonnage 1961 Dodge trucks. 
The new models feature Inclined 6-cylinder 
gasoline engines. 

In révealing details of the new “R” Series 
models, Dodge General Manager M. C. Patter- 
son emphasized that this is the second new 
line of trucks Dodge has introduced in the 
last 12 months. 


“Last fall, we presented a completely new 
series of medium and high-tonnage cab- 
forward gasoline and diesel trucks,”’ Patter- 
son said. ‘We offered swing-out fenders, 
which ensure convenient engine accessibility.” 

“This year Dodge is introducing another 
entirely new series of trucks, which range 
from the Dart pick-up to a 2'4-ton heavy 
tractor. Styling, chassis, steering, suspension 
system—all are new. We have designed and 
engineered this new series of trucks from the 
ground up.” 

Patterson stressed the passenger car styl- 
ing of the new trucks. He noted high fuel 
economy to be derived from the new Inclined 
engines. 

“Our Dart pick-up has a low, wide sil- 

Continued on page 70 
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The new 1961 Comet two-door model is shown above. Wheelbase is | 14 in. 


170 cu in. engine 
optional on Comet 


r ! NVHE 1961 Comet line, produced by the 
Lincoln-Mercury Division, will retain 
the same body styles. A two-door and a 
four-door sedan will be offered—and a two- 
door and a four-door station wagon. Wagons 
will mount on 109.5 in. wheelbase chassis. 
Sedans have a 114 in. wheelbase. 

The big news is the availability of an 
optional 170-cu in. engine to supplement the 
standard 144.3-cu in. engine. The increased 
output and torque of the 170-cu in. engine will 
give the owner an improvement in acceler- 
ation. Incidentally, both engines are fitted 
with automatic choke as standard equipment. 

In addition to the new engine, the Comet 
also has a number of improvements: One new 
feature is the use of pre-lubricated threaded 
metal bushings in the upper arm pivots. 
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New engine will supplement 
standard 144.3 cu in. engine 


These replace the rubber bushings used last 
year. The rear leaf spring has controlled fore- 
and-aft movement. It is achieved through 
the use of a two-inch rubber front eye bush- 
ing. Butyl liners between the leaves of the 
springs are continued; aid in producing a 
quieter ride. 

The manual three-speed transmission has 
been modified to accommodate the increased 
torque of the optional engine. The two-speed 

Continued on page 67 








SELL 


Cooling System 
PROTECTION 
at NO DISCOUNT 


By FRANK P. TIGHE 
Editor, MOTOR AGE 


Scale will be deposited in 
passages pears the 
rapid transter of heat. Use 
of a cooling system fluid pre- 
vents these deposits ei 
forming in the cooling sys- 
tem passages. 


(Dow Chemical Co. photo.) 
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Profits should be satisfactory this Fall 
to the automotive serviceman who stresses the sale of 
quality coolants. 


Emphasis must also be 


placed on complete cooling system service 


HE arrival of the new coolants this 

: year plus the excellent accompanying 

publicity has focused the spotlight of 
attention on cooling system protection. Here, 
as never before, is your chance to sell com- 
plete cooling system protection at NO DIS- 
COUNT. 

Not only is there a market for your regular 
customers of quality anti-freeze who may not 
want to make any change in their regular 
procedure for winterizing protection, but 


there is an equal market to merchandise the 
new coolants. 

Your customer is cooling system conscious. 
He is beginning to understand the need for a 





Instruments measure the degree of electro-chemical 
activity between two sets of metal samples sub- 
merged in a solution of a new coolant on the left 
and tap water on the right. (Du Pont photo.) 
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well-functioning cooling system before the 
coolants can be properly added. 

In past years, forty-five per cent of the 
coolant and anti-freeze market sales have 
been lost to other than automotive channels. 
The picture is bright for a change for the 
better. Here are some of the specific reasons. 

You will be the only source from which re- 
tail customers can purchase the new coolants. 
Sales of the new coolants will be handled ex- 
clusively through service outlets like your- 
selves. You will be the ultimate installer of 
the new coolants. 

Secondly, you will gain a greater profit 
from the pre-fill cooling system service. This 
is so because the service should and must be 
comprehensive. How else can you insure a 
leak-proof, trouble-free, year-round cooling 
system? 

Thirdly, you can profit from the effort that 
all coolant and anti-freeze manufacturers are 
putting into their advertising programs. 
They are telling the public—what you have 
stressed before—that the car’s cooling sys- 
tem must be serviced before any protecting 
coolant is installed. 

Sell your customers that in order to pro- 
tect their investment in the new coolants, 
and also in regular quality anti-freeze prod- 
ucts, a thorough pre-fill service by you is a 
must. 

What about the new coolants? Basically 
all the new coolants are ethylene glycol base 
with chemical inhibitors. It is in the chemical 
structure of the new inhibitors that the big 
difference lies. The new inhibitors have been 
stabilized and buffered to withstand the at- 
tacks of cooling system contaminates. Rust 
and corrosion are the greatest enemy of the 
cooling system. 

All coolants, of the ethylene glycol base 

Continued on page 123 
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Studebaker unveils 
new OHV-Six engine 


New 170 cu in. engine was 
designed for use on 1961 


Lark; horsepower put at 112 


is the introduction of an entirely new 
overhead valve Six. This replaces the 

L-head Six which has been used up to now. 

The OHV engine is of 3-in. bore, 4-in. 
stroke, 170-cu. in. displacement. It develops 
112-Bhp, 4500 rpm, compared with 90-Bhp 
for the old engine. Torque is 154 lb. ft. at 
2000 rpm. The OHV Six is completely new. 
Cylinder blocks and heads not only are differ- 
ent but they required new pattern equipment. 
The intake manifold too is different. Of ram 
type, with long branches, it required new 
pattern equipment. It has larger passages to 
permit greater air flow. The crankshaft is a 
different forging. It features a larger center 
counterbalance and full counterweights. This 
accounts for smoother and quieter operation. 

The camshaft is new. It is patterned after 
the design of the V-8 camshaft. It has low 
ramp, low acceleration cams. They are de- 
signed to pick up valve clearance more 
slowly, thereby reducing noise. This also per- 
mits use of relatively light valve springs, thus 
prolonging the life of the valve train. Me- 
chanical valve lifters are employed. Another 
important feature of cam design is the vir- 
tual elimination of galling. 


B istic news at Studebaker this year 





View of the new engine for the 1961 Lark. 


Oil pump capacity has been increased 
through use of a larger oil pump. It contains 
spur gears made of sintered iron. Connecting 
rods, main and con rod bearings, as well as 
cover parts such as the oilpan and timing gear 
cover remain unchanged. Pistons too are of 
the same size and design. 

Another feature is the adoption of timing 
gears, replacing the timing chain drive. 

Regarding the engine, it is noteworthy 

Continued on page 68 
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Above: Rocker assembly shown raised above 
the cylinder head of new OHV engine. 





Above: California-destined Larks will carry 
new smog-reducing device. 


At left: Cross-section shows valve arrange- 
ment, combustion chamber. 





Above: Overhead view of 
new engine—cylinder 
head (upper) has been re- 
moved and turned over, 
exposing top of cylinder 
block (lower). 


At left: Side view show- 
ing valves, a and 
pushrods installed. 
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FRONT SUSPENSION CROSS MEMBER 


RUBBER JOUNCE 
BUMPER 


SHOCK ABSORBER 
MOUNTING BRACKET 


Cut-away view of torsion 
bar adjustable assembly. 


LOWER BALL JOINT 
ATTACHING POINT 


LOWER CONTROL ARM 
PIVOT SHAFT 


FRONT ANCHOR AND 
ADJUSTING BLADE 
SEAT 


FRONT SUSPENSION 
LOWER CONTROL ARM HEIGHT ADJUSTING NUT AND SCREW 


Important engineering 
highlights at Chrysler 


HAT’S new at Chrysler for 1961? 

This round-up of engineering fea- 

tures is based upon material re- 
leased by Chrysler Corp. at the Miami Beach 
preview, held this year September 6 to 8. 
It follows our practice of the past few years 
of summarizing the basic mechanical features 
for all divisions. 

With the introduction of the Dodge Lancer, 
mounted on a wheelbase of 106.5-in., Chrys- 
ler Corp. boasts two compacts. They are: 
Valiant and Lancer, both employing substan- 
tially the same chassis. The Dodge Dart— 
mounted on 118-in. wheelbase, fits between 
the small cars and the larger cars. Chrysler 
then offers full line of cars in Plymouth, 
Dodge, DeSoto, Chrysler, and Imperial. 

News in the Chrysler division is the in- 
troduction of the Newport series, and line of 
full-sized cars in a lower priced range. The 
line overall includes the Newport, Windsor, 
New Yorker, 300 G, and Imperial. 


Fresh Styling Treatment 


Perhaps the major feature of the entire 





1961 family is the fresh exterior and interior 
styling of all lines. It is beautiful and dis- 
tinctive. That is about all we can say at this 
time since illustrations cannot be used at this 
writing. All lines have unitized bodies, ex- 
cept Imperial which retains the body of last 
year with new rear quarter panels. It may 
be emphasized at this point that DeSoto is 
very much in evidence, despite the usual 
rumor-mill. 

One major feature, introduced two years 
ago and refined last year, has been dropped 
on some lines. We refer to the swivel seat 
option which appears only on Chrysler and 
Imperial in 1961. 

Chrysler, now in full swing in the design 
and manufacture of electrical components, 
supplies the AC Alternator across the board 
on all passenger cars. There is also a new 
distributor and _ solenoid-actuated starting 
motor. 

Due to the way release dates break this 
year, we are permitted to describe the lineup 
of models for only one division—Dodge. Fer 
1961 this includes the Lancer on a wheelbase 
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A heavy duty manual transmission will be offered. 


Presenting a technical 
round-up of Chrysler 


Corp.'s new features 


By Joseph Geschelin, Engineering Editor 


of 106.5-in.; Dart on a wheelbase of 118-in.; 
and Dodge Polara models on 122-in. wheel- 
base. Incidentally, the overall lengths of the 
various 4-door sedans in this division are: 
118-8-in. for Lancer; 209.4-in. for the Dart; 
and 212.4-in. for Polara models. 

It may be noted that corrosion protection 
has been given some additional attention 
with two steps added for 1961 production. 
Prior to dipping in the water soluble primer, 
a special spray of the primer is applied to 
the inside of door sills while the body is hot. 
The second step comes after the final baking 
stage. Here the inside surfaces of door sills 
are given a final coat of high melting point 
wax type compound. 

Among the features introduced this year 
on Imperial and Chrysler models is an elec- 
tric push-button-operated windshield washer 
system. Power is supplied by an electrically- 
driven positive displacement pump. It sends 
four high-pressure jets of fluid against the 
glass. 

Also featured in the line is a gearless drive 
speedometer, featuring a magnetic drive. 
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NYLON 
INSULATOR 


Chrysler-built distributor with aluminum housing. 


This device is found only on Plymouth and 
Imperial models. 


General Engine Features 


All engines will have the optional closed 
crankcase ventilation system for use on the 
West Coast and other regions where it is 
mandatory to reduce engine emissions. 

For improved fuel economy, there are two 
carburetor revisions on V-8 engines. First 
is a two-stage step-up jet, which gives 
smoother part throttle operation and better 
mixture control. In addition, float needles are 
tipped with a high grade synthetic rubber. 
By virtue of the resiliency and sealing ability 

Continued on next page 








Chrysler Engine Highlights 


. » » CONTINUED 











RUBBER BLOCK 


HEAVY COIL 
SPRING 


RUBBER BISCUIT 











Gearless drive speedometer has magnetic drive. 


of this tip, it is expected that most troubles 
due to carburetor flooding caused by dirt 
between the needle valve and seat will be 
eliminated. 

On Slant Six engines, low-speed perform- 
ance and economy are improved by revised 
calibration of choke and carburetor. In addi- 
tion, the camshaft has been advanced by 8- 
deg. to effect improved low-speed torque and 
quieter running. 

A cast iron intake manifold on the Slant 
Six replaces the cast aluminum manifold 
used last year but remains of the same design. 


Compression Ratio Reduced 


Another change on the Six is a reduction 
in compression ratio to 8.2 to 1, to provide 
for better tolerance to lower fuel octane rat- 
ings. This change is effected by increasing 
the height of the cylinder bank by 0.025 in. 

Two Slant Six engines are offered this year 
—170-cu. in and 225-cu. in.—as was the case 
last vear. 

However, this year, the 170-cu.in. engine 
will be found in the Valiant and Lancer; also 
as an option on the new Dodge Dart Half-ton 
pick-up. 

The 225-cu. in. engine is standard on Ply- 
mouth, Dodge Dart, except Phoenix conver- 
tible, and Dodge Dart pick-up; and is avail- 
able on the Plymouth Fury. 

Ram induction, fully described last year 
and continuing with two, four-barrel carbure- 








Engine mounts engineered for eliminating vibration. 


BRAKE SHOE ANCHOR WHEEL CYLINOER 


> SECONDARY SHOE 
PRIMARY SHOE 


PARKING BRAKE 
ACTUATING ARM 


PARKING BRAKE 


CABLE 
STAR WHEEL ADJUSTER 


Rear brake unit showing parking arrangement. 


tors, is made available for 1961. It is offered 
as an option only on selected models of the 
various divisions as follows: Plymouth Fury 
383-cu. in., Dodge Dart and Dodge Polara 
383-cu. in.; Chrysler 300 G 413-cu. in. Ram 
induction is not offered on DeSoto this year. 

Taking each division separately, this is the 
engine set-up: 

Plymouth—225-cu. in. Six, standard; Fury 
V-800—318 cu. in. V-8 with compression ratio 
of 9 to 1, and two barrel carburetor; Fury 
V-800 with Super Pak—318-cu. in. with com- 
pression ratio of 9 to 1, four-barrel carbure- 
tor; Golden Commando—36l-cu, in., with 
compression ratio of 9 to 1, four barrel car- 
buretor; Ram Induction—338-cu. in. with 

Continued on page 118 
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WHAT to look for when 
you run into TROUBLE 


Trouble shooting hydraulic brake problems—Part One 


The Problem...... 


Brake pedal feels spongy 


Look a. Air in hydraulic lines 
for: b. Fluid level too low 


Low pedal reserve 


Look a. Worn brake shoes 
for: 


Uneven, noisy, grabbing or hard brakes 


Look . Dust in brake lining rivet holes 
for: . Drums out-of-round 
. Improper brake shoe adjustment 


Brakes do not release 


Look . Impreperly adjusted brake pedal 
for: . Restricted by-pass port in master 
cylinder 
. Inoperative check valve 


Brakes chatter 


Look . Drum out-of-round 
for: . Linings glazed or worn 
. Oil or grease on linings 


Excessive pedal travel 


Look . Damaged linkage 
for: . Leaks or insufficient fluid 


Pedal gradually goes to the floor 


Look a. Leaks or insufficient fluid 


for: 
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By William M. Montgomery 


. Loose brake cyl. pistons 
. Brake adjustment needed 


. Brakes need adjustment 


. Warped or misaligned shoes 
. Restricted brake lines 
. Glazed or greasy linings 


. Swollen master cylinder piston cup 
. Sticking brake cylinder piston caused 


by dirty or contaminated brake 
fluid 


. Loose carrier plate 
. Loose lining 


. Linings glazed or worn 


. Faulty master cylinder 








Good selling practices 
boost repairs & TBA sales 


CUSTOMERS WEICOM: 
ran ute (4, 


CUSTOMERS WELCOME—We're not annoyed 
with customers who stand at a mechanic's elbow. 
Fact is, we have a “Customers Welcome” sign in 
the repair area. Auto owners like to watch what is 
being done on their cars. They feel better after 
inspecting the part that is replaced and they want 
to see what they are paying ie. In many cases, the 
mechanic draws their attention to other needed 
repairs. When customers see the need they are sold 
on the spot. Stan Clark, East Bradenton, Fla. 


OW’S business lately? Are you getting 
H your share of the automotive repairs 
and services? If business is not show- 
ing continued improvement then something 
is drastically wrong. Car registrations are 
constantly climbing. More and more motor- 


ists are traveling by automobiles on 
America’s highways and by-ways. These 
motorists perhaps are driving cars that have 
been seriously neglected. Sure, blame the 
motorist and owner. But, how-about the time 
he came in for gas or a minor repair job. Did 














DISPLAY BOARD SELLS—I have a display board, 
4 &X 8 ft. made of plywood near my shaneent 
machine. On it | display old steering parts, such as 
shocks, wheel bearings, seals, drums, tie rod ends, 
worm and sector gears, brake shoes, etc. In sellin 
a repair job | show customers what the parts look 
like, why they wear out and the danger in not 
replacing them. People ask questions when they see 
the yes don which helps me sell. Gene Feldmann, 
Ft. Lauderdale, Fla. 


you ask to check his brakes? Inspect his car’s 
muffler or alignment? If not, you missed the 
opportunity of selling your services and per- 
haps saving him a breakdown on the road or 
even worse. “Well,” you answer, “he didn’t 
ASK me to check his car?” Unfortunately, 
you can’t afford to wait to be asked. Your 
services must be SOLD at every opportunity 

or competition will take over. 
Unthinking motorists the world over will 
often run their cars mile after mile with little 
Continued on page 112 
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In these competitive times you can’t afford to wait for 


the customer to ask for service. Here are proven ways 


to sell him on the need for repairs and TBA items! 


‘\ 


ss ~¥ 
VE a 
a 


SALES GIMMICK—Here is a sales builder used 
with a good deal of success. On a white piece of 
card board, | print, “Ask Me How To Prevent 
Ulcers?" This | staple to the front of my shirt. 
Customers can't resist asking, "Ok, how do you 
prevent them?" With this opening, | lead into a 
pitch abaat carrying an extra fan belt in his car to 
save him from getting angry should the one on the 
car fail on the road. | also push having a radiator 
flush and many more items. P. Kiehoff, Palo Alto, 
Calif. 


By William M. Montgomery, News Editor 





$7.50 FOR MERCHANDISING IDEAS 


If you have a merchandising idea or 
a sales promotion technique that has 
proved successful, send it along to 
MOTOR AGE. If idea is accepted and 
used, $7.50 will be paid for the idea. 
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MUFFLER SALES—We sell many extra mufflers on 
complaints of a badly stuck heat valve on dual 
exhaust V-8's, since it is very likely that the muffler 
on the valve side is ready for replacement. This 
seems to be because most of the exhaust gas being 
forced thru the opposite muffler leaves the one on 
the valve side free to collect moisture and thus rust 
out quicker. Harry J. Miller, Sarosota, Fla. 


BRAKES JOBS SOLD—We sell many extra brake 
reline jobs when we lube bearings by using a tire 
tread depth gage to measure the depth from the 
surface of the lining to the rivets, or to the shoe on 
bonded lining. This provides accurate measurement 
to within '/32 of an inch. Explaining this to the 
customers often gives us the green light to go ahead 
on a brake reline. Harvey Muller, Danboro, Pa. 





I. Removing booster body from control valve. 


By JACK MONTGOMERY, Technical Editor 


Servicing the Bendix 
Air-Pak Brake Unit 


This unit ts used on many makes of heavy-duty vehicles 


RUCKS of the heavy-duty variety often 
make use of the Bendix Air-Pak Brake 


“e 


Unit. This type unit is known as “air- 
over-hydraulic” and it actuates truck or 
tractor brakes hydraulically. It depends, 
however, upon its own compressor to supply 
air for its source of power. 

Let’s look at some of the troubleshooting 
problems that crop up from time to time 
when such a unit might require service: 

For example, Insufficient braking in the 
Air Hydraulic Booster . . . Probable cause: 
swollen control valve, piston seals or a defec- 
tive hydraulie cylinder piston. 

Brakes Apply Too Slowly . . . This condi- 
tion may be brought about by improperly 

Continued on page 128 


8. Special stand for testing rebuilt units. 
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; it in vise. lock-nut P ae 
2 lame oa vise. Loosen lock-nut and 3: se laid out to be assembled in 


4. Special tool used for removing and in- 5. Installing check valve 
stalling the lock-ring. and lock-ring. — 


6. Using compressed air to blow-out the 
piston. 


7. Installing the piston seal (at right). 
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By D. W. MAHER, President 


Automotive Undercoating Manufacturers Assn. 


Steam clean chassis before applying undercoating. 


Undercoating offers custom- 
ers quiet riding, longer car 


life and better resale value 


GOOD undercoating job will deaden 
road and car noise. It will prevent 
rust and corrosion of the vital under- 


body metal and increase body life by as much 
as 50 per cent. Consider the initial invest- 


ment of an automobile. In many cases it is 
the largest investment many individuals make 
during their life time. An undercoating job 
selling from $25.00 to $35.00 is a small 
amount for the customer to pay to protect his 
investment. 

One automobile dealer has reported that 
selling an average of 130 undercoating jobs 
per month at $30.00 per car has provided a 
net profit of over $2,000 a month or over 
$24,000 a year. 

Most new cars sold will come back to the 
dealer for a 1000 mile inspection. The dealer 
has a second chance of selling undercoating 
to the customer who did not buy it when the 
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Chassis tightening will help reduce body noises. 


car was new. In this instance the dealer can 
make an additional profit. A steam cleaning 
job of the dirty chassis and underbody would 
be required before undercoating. Steam 
cleaning and undercoating actually work 
hand in hand. When one is sold it is easy to 
sell the other. 

Also, it is estimated that approximately 
60 percent of all car owners return to their 
original dealer for service. When these older 
cars are serviced for chassis tightening it is a 
relatively simple job to sell the customer on 
undercoating. It will insure permanent tight- 
ness of the body bolts and reduce other body 
noises on his car. 

The trend during the last few years by 
many automobile dealers was to eliminate 
undercoating operations in service depart- 
ments. The chief reason being that under- 
coating was a messy and dirty operation. 
There is no reason for this today. With a good 
and careful undercoater, using quality un- 
dercoating material, the undercoating de- 
partment can be kept as clean as the first 
day it was installed. 

The advantages and selling points of un- 

Continued on page 120 
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Undercoating protects rocker panel from rusting. 


Tilted car shows entire undercoating operation. 








1960 Tune Up—Alignment Specifications 


ENGINE TUNE-UP DATA FRONT END ALIGNMENT 
VALVES IGNITION 











Clearance 
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| Maximum Brake H.P. 
Make and Size (mm.) 


| Spark Plug 
| Cam Angle (Deg.) 
| Spark Plug Gap (in.) 
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ABBREVIATIONS AC—A.C. Spark Plug Div. C—Cold. Hyd—Hydraulic valve lifters. 
ACH—Autolite or Champion. CA—Champion or Autolite. N—Negative. 
i—Left only; right, )¢N to 34P AL—Electric Autolite Co. Ch—Champion Spark Plug Co. P—Positive. 
B—Before top center. H—Hot. TC—Top center. 
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NEW PRODUCTS 


Brake Bleeding 


One man brake bleeding without 
air pressure 


Wesley Manufacturing Com- 
pany: Speedbleeder is compact 
and light-weight mechanic’s tool 
which permits one man to bleed 
a hydraulic brake system com- 
pany claims without help. Oper- 
ating on positive spring pressure 


rather than compressed air, it 
can be used anywhere. Three 
adapters fit all cars including the 
1960 Ford line. Speedbleeder is 
connected without wrenches. The 
operator has only to fill the 
master cylinder, connect the 
Speedbleeder and bleed each 
wheel. Over 20 Ibs. of continuous 
spring pressure does the job in 
minutes. Write: David UH. 





LOOK!!! 
10 FREE 


CLAMPS 


to introduce you 
to another 
os 
exclusive ...the 


‘CLAM 


Spectacular 
New “Full-Vue” 
Hose Clamp 
Display 


Just reach out... pick off 
the clamp you want. Nothing 
could be easier. And 
remember, with each 
“‘Clamp-a-Rama” display, you 
get 10 Murray ‘Gold Seai’’ 
Clamps—FREE,. They come 
packed right in! You get a 
total of 110 Murray 

‘Gold Seal’ clamps for the 
price of 100. Ask your jobber 
for details, or write to-- 


MURRAY COMPANY 


TOWSON 4, MARYLAND 


upon dealers coast-to-coast 


when 
‘‘Clamp-a-Rama or $10 
each 


Murray ‘ 


time. So be ready 
of Murray Clamps, 


‘‘Clamp-a-Rama”’ 


‘ 


reeege 


ARAMA 


“PLUS CASH! 


Murray Messengers: are 


now calling 


hand 


ing out $25 cash to any dealer who, 


they call, is displaying the 
ror: Fd  m Ce) 
dealer who carries a stock of 


‘Gold Seal'’ Clamps. A Murray 


Messenger may call upon you at any 


check your stock 
and display the 
today 


MURRAY 


TOWSON-4, MARYLAND 








Himmel,  Vice-Pres., Wesley 
Manufacturing Company, 1305 


t 


Russell Ave. North, Minneapolis 
11, Minn, or phone JA 1-9652. 





Helpful Information on 
Coolants and Anti-Freeze 


This Fall, you as a service 
specialist will be selling cool- 
ants and anti-freeze at an 
increased pace due to the ap- 
proach of cold weather. To 
serve as a review of many of 
the fine coolants and anti- 
freeze solutions on the mar- 
ket, MOTOR AGE is listing 
once again a number of them 
throughout these “New Prod- 
uct” pages. These descrip- 
tions should be of special 
help to you in your sales 
story to your customers. 











Safety Brake Device 
Takes over when regular 


brakes fail 


Safety Brake Corporation, Inc.: 
According to the company Safety 
3rake offers positive braking 
action when regular brake sys- 
tem fails. It is adaptable to all 
hydraulic brake systems. No spe- 
cial tools or fittings are required 
for installation. An alarm sys- 
tem notifies motorist of brake 
failure. The system is said to be 
road tested and designed to meet 
all motorists’ needs. Write: 
Safety Brake Corp., Inc., 111 E. 
11th Street, Liberal, Kansas. 
Continued on page 76 
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reasons why you should 
sell DOWGARD 


TRADEMARK 


instead of antifreeze mixed with water! 


You have been told a lot about new antifreeze products. 
DOWGARD is not an antifreeze. It is the only type of cooling system 
fluid that does not have to be mixed with water. It is the world’s first 
year ‘round cooling system fluid. It is the best coolant you can install 
in your customers’ cars. 


Here are the facts: 


1 Improves gas economy in many cases. 
Improved over-all heat transfer summer 
and winter can mean increased gas mileage 
for your customers. 


2 Guaranteed freeze protection. 
DOWGARD, properly installed, is guaranteed 
against engine damage caused by freezing 
wherever your customers may drive in the 
continental United States. 


3 DOWGARD improves hot-weather per- 
formance. Protects against overheating to 
over 240°F.—long after hot weather and 
bumper-to-bumper traffic would have 
boiled water out of your customers’ cars. 


4 Sold exclusively through full-line auto- 
motive parts jobbers and service dealers. 
This has been a firm Dow policy since 
DOWGARD was introduced January 4, 1960. 
DOWGARD must be properly installed by a 
service dealer, and will continue to be 
sold by service dealers. 


5 Without qualification, DOWGARD gives 
best protection against rust, corrosion and 
pitting. Only a laboratory-controlled, full- 
fill fluid can stop rust and corrosion dam- 
age. DOWGARD, by completely filling the 
cooling system with one single chemical 
formulation (no mixing or diluting), makes 
this possible. 


6 Puts profit back where it belongs. The 
average cooling system holds 41% gallons. 
With DOWGARD, you sell the full cooling 
system capacity, get a full 331¢% profit 
on every gallon. Figure out your own profit! 


7 Backed by year ’round national adver- 
tising. Spring and summer advertising 
has pre-conditioned motorists to ask for 
DOWGARD. This fall, strong national tele- 
vision and magazine advertising, plus local 
media will bring customers to you! 

8 Best protection for your customers. 
DOWGARD is not just an improvement over 
existing protection. It is a brand-new prod- 
uct with a new principle of protection that 
makes it 100% sure. Once you fill your 
customers’ cooling systems with DOWGARD, 
they drive worry-free for one full year. 
DOWGARD is best for your customers’ cars 
—best for your dealers’ business! 


See ‘The Dow Hour of Great Mysteries” on NBC-TV 


Order DOWGARD today! Contact the agent for DOWGARD in your area now! 


DOWGARD 


WORLD’S FIRST YEAR ’ROUND COOLING SYSTEM FLUID! 
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How To Use Up 
Short Lead Stubs 

In different shops you will find 
body men keeping boxes of short 
lead stubs left over from the 
leading jobs they did. These take 
up space and are almost a waste. 
Next time your lead bar reaches 
stub size that is too hot to handle, 
lay it on a steel block and take a 
new lead bar, butting it to stub. 
Then fuse it with a torch. A drop 
of acid and now your stub gets 
used all the way. Arthur Platz, 
Jr., c/o Arties Auto Body Work, 
Inc., 239 W. Passaic St., May- 
wood, N.J. 


Rubber Boot on 
Pick-Hammer Avoids 
Chipping Paint 

Trying to avoid ehipping and 
marring paint when working 
with a pick-hammer is often 
frustrating. Some body men use 
masking tape over the head of 
the hammer to cushion the blows. 
This method is not efficient, for 
the tape peels off when you don’t 
want it to. When you want to 
take the tape off it doesn’t come 
off easily. A simple way of dou- 
bling the use of the tool is to 
make a rubber cover from an old 
inner tube. Cut a piece six inches 
long and two inches wide from 
the tube. Then make a slit one 


inch long at both ends of the cut 
out piece of tube. Overlap the 
slits and force the back of the 
rest of the cover over the head of 
the hammer. To get an even more 


cushioned blow, put one or two 
tire patches on the part of the 
rubber which covers the head of 
the hammer. This cover is very 
convenient to use when there are 
minor locks in the metal.. Joseph 
W. Goll, 1740 W. Pratt, Chicago 
26, Ill. 


Repairing Push Button 
Door Handles 


I found that push button door 
handles on ’55 Dodge and Ply- 
mouth cars, after considerable 
use or after the push buttons in 
the handles have frozen during 
the winter, need repair some 
times. 


The push button after a time 
when you try to open the door, 
cocks to the right on the left hand 
door, and sticks in the open posi- 
tion or vice versa on the other 
doors. I have found by (1) re- 
moving the door handle and dis- 
assembling it, take the push but- 
ton apart and on an emery wheel 
cut the flanges off the button so 
that you can insert the button 
thru the handle. 


Turn Handle 


(2) Turn the handle upside 
down on the table and insert the 
push button housing as perma- 
nent fixture in the handle so that 
it cannot move in any way. (3) 
Now insert the push button thru 
the handle, and (4) screw the 
push button adjustment screw 
with a lock nut into the push 
button cap to get your desired 
adjustment to open the lock with. 
I have found that you do not 
have to push the push button into 
the handle as far as you did be- 
fore the handle was changed as 
I have done. I yet have to get a 
complaint that the push button is 
hard to push in to open the door 
as before. Louie R. Miconi, Lay- 
man Motor Co., 317 Jackson St., 
Fairmount, W.Va. 





BODY SHOP TIPS 
are worth 


87-00 


If you’ve developed an Idea that 
has helped you to do body and 
fender work or painting better 
or faster, it may be worth 
money. Jot down the idea and, 
if necessary, make a rough 
sketch. Sometimes a snapshot 
willhelp. Just make thedeserip- 
tion of your BODY SHOP TIP 
clear, and if it is used, you'll 
receive a check for 87.50. 
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HELPS YOU ft yoo 


i h 
to faster cutting... for straight true cuts on securely held work. 


and lower costs! 


17-9-19 
America’s Oldest File Manufacturer 
HELLER TOOL CO. | NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Stee! Co. 


Branch Offices and Warehouses: Newark, N. J. @ Detroit @ Chicago @ Shreveport @ Los.Angeles.@ Portland, Oregon 
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Quality replacement parts 
that mean quality repair 


work on every job 


Chilton's MOTOR AGE @ September 1960 

















QUALITY REPAIR WORK MEANS CUSTOMER SATISFACTION, REPEAT BUSINESS 


You can boost your repair business way 
up when you deliver the kind of satis- 
faction your customers want. And Ford 
Motor Company’s all-new line of 
MOTORCRAFT parts is designed to 
help you do just that. Introduced 
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especially for service stations and in- 
dependent garages, fast-moving 
MOTORCRAFT parts are available at 
your jobber’s now. Give him a call— 
and ask, too, about MOTORCRAFT’s 
complete Quick Reference catalog. 










Important message from Du Pont: 


cooling y raged must 
and sealed when i TIM: 






HOW TO SERVICE 

COOLING SYSTEMS = <1, 1 
WHEN INSTALLING oo oc ocr | somn 
i gh =: acs — 


e Du P 


ASK YOUR JOBBER FOR Li 


WINTERIZING NOW MORE PROFITABLE WHEN 1 YOU 









Buy of any | Buy of any | Buy of any 
Du Pont N° “7” Product Du Pont No “7” Products Du Pont N° “7” Products: 
Get Get Get 

(retail value) (retail value) (retail value) 








Take your pick: —~ 
ANTI-RUST or HEAVY CAP a> 
DUTY STOP-LEAK or 3% discount 6% discount 
COOLING SYSTEM SEALER 


DU PONT N° 7” PRODUCTS 
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3. CHECK worn parts, fan belts, 4. INSTALL longer 


> or thermostats — they may ular-type anti-freeze 


check 


manufactt 


proper protect 


DU 


Je 





BUY DU PONT N27” FULL LINE FALL DEAL... 


Buy of any 
Du Pont N° “7” Products 


Get ( $1899 retail value) 
1 CARTON SHIELD (pints) 
or Ne"'7" POLISH (ins) 


Dlus ext? 


3% discount 








All these Du Pont N° “7” Products included in Deal 


No. ‘‘7’* Polish...... pt., at. 
New Car WaX......++: 8 oz. 
Auto Wax .ncesccccces 7 oz 
Speedy Cleaner ....+++- pt. 
Q-Bol” ccccccccccccens pt. 
White Polishing 

Compound ..sees- 12 oz 
Rubbing Compound..12 oz. 
Shield ..cccsecesececes pt. 
Chrome Polish....... 12 oz. 
“DISSOIVO’ coeseeees 12 oz, 
Car Wash......4 2 0z., Y2 Ib. 


BETTER THINGS FOR BETTER LIVING . 
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Glow Liquid Car Wash.12 oz. Jat CIONO Secccencces 12 o2,. 
White-Wall Tire Cleaner. .pt. Heavy Duty Brake 
Cooling System Fluid...12 oz., qt., 5 gal. 
Cleanser ....cceseces Ib. REGLA. ceccavtavess 15 oz, 
FURS FUNG coccdseccecus pt. Super Heavy Duty Brake 
Cooling System Fluid. ..12 0z., qt., 5 gal. 
Sealer ...sseesees 12 oz. Waterless Hand 
Foam Cleaner ....++.++:. pt. Cleaner ...seseees 10 oz 
Anti-Rust & Water Clear Windshield 
Pump Lub. ....... 12 oz. Seale? ..c.ccesees 134 OZ. 
Tire Black wecesssecees pt. Acid & Rust 
Heavy Duty Stop-Leak...pt. Inhibitor ......+-8%2 O2 


. THROUGH CHEMISTRY 
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End of an Era— 
Horner Closes Dealership 


Stanley H. Horner, one of the first 
independent Buick dealers and for- 
mer NADA president, ended an era 
recently when he closed his Wash- 
ington, D.C., dealership. 

Mr. Horner wound up almost a 
half-century with Buick in early 
August. The West Virginia-born 
dealer first represented the Buick 
firm as a salesman in 1911 when the 
manufacturer also retailed its prod- 
uct, 

In 1917, after becoming man- 
ager of the Buick outlet in the Na- 
tion’s capital, the independent deal- 
ership system was adopted and Mr. 
Horner became one its first dealers. 

He served as an engineer officer 
in Naval Aviation during World 
War I in England and France. He 
operated the dealership in downtown 
Washington in the same general 
area of the Northwest section of the 
city until this year. When he closed 
the doors on the operation, there 
were 30 of the original 85 employees 
still on the payroll. 

Mr. Horner, who will be 73 this 
month, planned to continue operat- 
ing the used car sales lot until the 
inventory was disposed of, and will 
continue operating an insurance 
firm. He holds the oldest automobile 
insurance license in effect in the 
District of Columbia. 

Mr. Horner is a life director of 
NADA, being a past president and 
chairman of its legislative commit- 
tee for 12 years. He has been presi- 
dent and treasurer of the Automo- 
tive Trade Association of the Na- 
tional Capital Area. 





“Your Smart-alec mechanic tried 
to sell me helper springs again.” 





























You'll profit by being a 
Wagner*® 
FRANCHISED DEALER 


‘You can build business and income... simply by providing 
the best brake service in your area. Do it, easily and economi- 
cally, by becoming a Wagner® Lockheed® Franchised Dealer. 
‘Then, you’re primed for profits. 

These profits are yours without a large cash outlay. You make 
only a modest investment in fast-moving Wagner Lockheed 
brake parts, fluid, and lining. You’re given brake charts, 
bulletins and service data to help you do fast, expert repair 
jobs. You’re also supplied with prominent identification, like 
the curb sign shown above or the electric sign below, plus 
decals, caps, emblems etc., that will help you tell and sell 
more customers. You get plenty of sales promotion material 
to use as you see fit, and your Wagner Lockheed service is sup- 
ported by national advertising. Best of all, you’re backed by 
the reputation of the Wagner Lockheed products you feature . .. 
the best-known high quality products in the brake repair field. 





Ask your auto- 
motive wholesaler, 
or mail coupon on 
opposite page for 
full details, 











helps you develop more 
profitable brake service business 


Save time... save effort ...“How-To-Do-It” Installation Instruction 
Sheets (another Wagner first) are included with Wagner Lined Brake 
Shoe Sets—and in each Wagner Lockheed Power Brake Repair Kit. 
The easy-to-read . . . easy-to-follow .. . service information, provided 
by Wagner, enables any mechanic to turn out better, safer brake jobs 
—profitably. 


Wagner Lockheed POWER BRAKE REPAIR KITS—complete with 
“How-To-Do-It” Installation Instructions—are available for all makes 
of passenger cars, and popular light trucks. Depending upon the type 
of unit being serviced, you have a selection of single packaged units, 
major kits, minor kits, packing kits and poppet valve kits. 


Wagner Lockheed LINED BRAKE SHOES—are contour ground. 
They are easy to install with a minimum of effort. Shoes come to you 
one axle set to a box, complete with Wagner originated 
“How-To-Do-It” Instruction Sheet and “thank you” Dash 

Tag. You have two choices to meet your needs: “WEB” Sets, 

for general use; or “WP” Sets, for high horsepower cars or 

trucks with or without automatic transmissions and power 

brakes. 


MAIL COUPON NOW! 


FOR DETAILS—on all Wagner Lock- 
heed Brake Service Products consult 
your nearest Wagner Distributor, or 
mail coupon to us. 


Wagner Electric Corporation 


6400 Plymouth Avenue, St. Lovis 33, Missouri, U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


Please send: 

[-] FREE 1960 Catalog AU-1 covering complete line. 
[_] Details on ‘‘How-To-Do-It"’ Program. 

(] Details on Franchised Dealer Program. 

[_] Bulletin AU-1212A on TRADE HELPS. 





NAME 


the Quality line-- FIRM NAME 
you've got what it takes! ADDRESS 











CITY & STATE 














BRAKE SERVICE PRODUCTS 


enable you to turn out better, safer brake jobs 


The safety of your customers can depend upon the 
quality of the brake products you use. So, for safety’s 
sake standardize on Wagner Lockheed Brake Parts... 
Brake Fluid... Brake Lining. You'll turn out better, 
safer brake service jobs—and you'll be time and money 


ahead. 

The Wagner Lockheed line of brake service products is 
complete. It is of the highest quality,—reflecting Wag- 
ner’s 36 years of experience as a leading manufacturer of 


brakes, brake parts and brake fluid for original equip- 
ment, and for service needs. 


WAGNER LOCKHEED REPLACEMENT BRAKE 
PARTS—are manufactured by the same machinery—to 
the same specifications—as parts used for original equip- 
ment. Line includes master and wheel cylinders, repair 
kits, pistons, springs, washers, cups and ‘hose for every 
make and model vehicle . . . Line also includes POWER 
BRAKE REPAIR KITS for all cars and popular trucks. 
Each kit is complete with “How-To-Do-It” Installation 
Instruction Sheet. 


WAGNER LOCKHEED BRAKE FLUID is the world’s 
largest selling brand. It is compounded of finest — 
ents—chemically balanced to function efficiently under all 
driving conditions. Wagner Lockheed Heavy Duty Brake 


[a —} 
GENU KE 


ag 


ogee 
FLUID 4 


| Coece 


HEAVY DUTY 


BRAKE ee pr 


URPASSE Atl wt 
COMFORMS TO FEDERAL SPEC VV 


+ 22 


lLockKkine«<d 


POWER BRAKE 
_—. PARTS 
Wasner Look 








Fluid surpasses S.A.E. specifications 70R1, meets state 
laws, conforms to Federal specifications, and is recom- 
mended for general use ... No, 21-B Super Heavy Duty 
Fluid (the finest on the market) surpasses S.A.E. speci- 
fications 70R1 and 70R3, meets state laws, and conforms 
to Federal specifications. 


WAGNER CoMaX BRAKE LINING—provides more 
miles of quick, safe, smooth stops... fewer brake ad- 
justments ... less drum wear. Uniform in density, com- 
position and frictional quality. Available in sets, blocks, 
rolls, slabs, cut segments, and on brake shoes. 


WAGNER LINED BRAKE SHOES-—are supplied with 
lining contour ground. This feature saves you time. 
“How-To-Do-It” Installation Instructions—and a Dash 
Tag—are included with each set. 


FOR DETAILS consult your regular supplier, or write 
us for 1960 Catalog AU-1. 


ONE CALL GETS ALL 


Your brake service needs from one source — 
your Distributor of Wagner Products. 


/ 
Wagner Electric Corporation 


6400 Plymouth Avenue, St. Lovis 33, Missouri, U.S.A. 
(Branches in principal cities in U.S. and in Canada) 


ComaX LINED BRAKE SHOES 











New Comet 


Continued from page 39 
automatic transmission is the same 
as it was last year. However, when 
this transmission is specified _in 
combination with the 170-cu in. en- 
gine, it is provided with water- 
cooling. 

The 170-cu in. engine has the 
same bore as the basic 144.3-cu in. 
engine. The major difference is in 
the use of a longer stroke. Thus 
while the block and other struc- 
tural parts are the same, the large 

| version exhibits numerous differ- 
ences in components. For example, 
the crankshaft is new and connect- 
ing rods are shorter. The cylinder 
head has a different combustion 
chamber, including intake valves 
| of larger diameter. The carburetor 
: is of larger capacity with revised 
aeuiae 7 _ ~A5 Hi | venturi and calibration. Distribu- 
Wn fees tor calibration too is revised. 
Besides the changes in engine 
components, other drive line ele- 
“ ments are modified to take the 
HEAVY DUTY anes ass . larger engine. The rear axle has 


BRAKE FLUID Loonie new pinion and drive gears; the 











automatic transmission is water- 
cooled; muffler capacity is in- 
ee creased on sedans. Moreover, the 
radiator has more fins per inch. It 

is fitted with a heat exchanger in 

the lower tank for transmission 

oil cooling when the owner speci- 

| fies the 170-cu in. engine with au- 


| tomatic drive. 
You Get a BONUS when you buy In styling, there are some detail 


| changes in exterior ornamentation. 

® ® B k | id | One of these is a new front grille, 
Wagner Lockheed ra e Ul a one-piece aluminum stamping. 
The Comet’s dual headlamps have 


in the 2\, gallon container been moved forward. Now have 


individual stamped aluminum 
welT’S. RE-USABLE...1T'S VALUABLE bea 


Made of sturdy steel, and colored a brilliant, wide-awake 
red, these ‘‘convenience” cans can be used to hold other 
liquids when you’ve drained the last drop of Wagner® 
Lockheed® Brake Fluid from them. Just clean them properly, 
remove the label, and they’re ready for duty in trucks, cars, 
boats and backyards... any place you need a useful con- 
tainer. (A flexible spout stored inside each can makes pouring 
easy. The cans stack neatly, too.) 


You’ll empty the cans in jig-time, for Wagner Lockheed is 
the world’s largest selling, fastest selling quality brake fluid. 
By the way .. . the cans are a $2.50 value. You get them for 
a fraction of that. So, next time you order brake fluid, 
specify Wagner Lockheed Heavy-Duty or Super Heavy- 
Duty in the 2% gallon — 


———— 





“Don't waste your time on girls 


® like that. Those kind are a million 
dollars a dozen.” 
Waser Loc In gervice 


LOCKHEED BRAKE PARTS, FLUID, BRAKE LINING and LINED BRAKE SHOES + AIR HORNS 
AIR BRAKES « TACHOGRAPHS + ELECTRIC MOTORS - TRANSFORMERS + INDUSTRIAL BRAKES 
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Studebaker Engine © © © © e « « Continued from page 43 


that combustion chamber geometry 
is unconventional. 

Spark plugs are centrally located 
in the combustion chamber. They 
are readily accessible for servicing. 
Compression ratio is 8.5 to 1, per- 
mitting excellent operation with 
regular fuel. 

The standard carburetor is of 
single-barrel type with suitable cali- 
bration, and a 15/j,-in. venturi. 
For fleet and taxicab use the car- 


buretor is of smaller size with 11/,- 
in. venturi. 

Here are other features: The fuel 
filter now is mounted on the pres- 
sure side of the fuel pump. There is 
a new starting motor with a follow- 
through mechanism. Another fea- 
ture is a larger clutch 91/,-in. size, 
compared with 8-in. last year. The 
new clutch also is fitted with a 6- 
spring damper plate. 





IT’S SHAPED 


IT FITS 


IT’S INSULATED 


ARMOR-FLEX 
REPLACEMENT 


ra mele) Wa 


DOAN sanuracturne 


1725 London Road e« Cleveland 12, Ohio 
A DIVISION OF ANCHOR INDUSTRIES, INC. 











Engine mounting is the same as 
before. It employs butyl mounts. 
Other standard items include—com- 
bination air cleaners and silencers, 
and automatic choke. All Larks des- 
tined for California delivery will be 
fitted with the closed crankcase 
ventilation system. It is also avail- 
able on special order for any other 
customers. 

Larks are supplied with manual 
shift transmission standard. Over- 
drive is optional. The optional auto- 
matic transmission for 1961 has 
been improved by the introduction 
of a new torque converter. This fea- 
tures a one-way clutch to provide 
smoother shifts. An under-hood oil 
filler tube will be supplied with the 
automatic transmission option. 

The Studebaker Hawk for 1961 
offers some interesting mechanical 
features, also changes in interior 
treatment. The 289-cu. in. V-8 sup- 
plied last year, together with a four- 
barrel carburetor version of this 
engine remains the same. Dual ex- 
haust is standard. 

Interiors have been given new 
treatment. Now bucket type seats 
are standard equipment. A new type 
of steering wheel and changes in the 
inner door panel trim further en- 
hance interiors. Padded instrument 
panels are standard. 

Hawks offer a variety of trans- 
mission options. These include the 
standard heavy-duty manual shift 
transmission, overdrive, or auto- 
matic transmission. In addition, 
there is a new four-speed transmis- 
sion. This is supplied with straight- 
stick floor shift. Other items in- 
clude: a 10'/,-in. clutch and heavy 
duty radiator. A wide choice of axle 
ratios is available to handle any 
kind of operating conditions. 

Optional items include: power 
brakes, power steering, air condi- 
tioning, the “limited-slip” differen- 
tial, and automatic hill holder with 
conventional or overdrive transmis- 
sions. 

Bonded brake linings are stand- 
ard, increasing lining area and 
promising an increase of some 75 
per cent in lining life. Finned, 
weather-seal brake drums are stand- 
ard. 

Moldings for the windshield, win- 
dows, and on fenders above the 
wheel are of stainless steel, chro- 
mium-plated. Exclusive Hawk op- 
tions are tachometers and deck-lid 
mounted radio antenna. 
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The Schrader Valve at right 
has outlasted an excellent 
tire. 1t should not be expect- 
ed to outlast another. Its 
rubber has set, reducing its 
diameter and sealing effec- 
tiveness. Always install a 
new valve with every new 
tubeless tire you mount to 
insure your tires’ reputa- 
tion... and your customers’ 
safety. 


WHENEVER YOU MOUNT A NEW TUBELESS TIRE... 
MAKE CERTAIN THE VALVE IS AS NEW AS THE TIRE 





These seven Schrader Tube- 
less Valves provide the best 
replacement for any size 
original equipment valve. A 
complete chart showing 
= one ear best practice for every car 
— 1955 is available from 
your supplier in large size 
for wall posting. Ask for it 
when you order Schrader 
products from your supplier. 


INVENTORY A PROBLEM? Stock #413R and 
#54 only. With %” extension #3680C 
and 11%” extension #36806, you're set to 
service all passenger cars! Kit #990 con- 
tains 20 valves, 7 extensions. 





A. SCHRADER’S SON * BROOKLYN 38, N. Y, 
Division of Scovill Manufacturing Co., Inc. 


FIRST NAME IN TIRE VALVES 








edivisonof SCOVILEL 








: FOR ORIGINAL EQUIPMENT AND REPLACEMEN] 
Made in America to American Standards of Quality 
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houette. Its clean lines flow 
smoothly from front to rear,” he 
explained. “A new drop-center 
frame, coupled with balanced de- 
sign suspension and wide treads, 
gives the Dart remarkable road 
stability.” 


Develops 140 Horsepower 


The larger of the two Inclined 


New Dodge Truck oeeeesvee Continued from page 38 


engines is slanted 30 degrees to 
the right. It develops 140 horse- 
power at 3,900 RPM. It has a dis- 
placement of 225 cubic inches; 
produces 215 lb.-ft. torque from 
1,600 to 2,800 RPM. 

This engine is standard on all 
conventional half, three-quarter, 
and 1-ton models; on half and 
three-quarter-ton 4-wheel-drive 





Radiator Servicing Profits 
Now Greater Than Ever with 


INLAND 1=-Piece 
. owe Shop 


no Y 
CLEA : 
\ ot eaeernc mo wat0 


Inland’s newest unit makes radiator 
servicing more profitable than ever. Re- 
duces your initial cost by combining the 
Flo-Test Machine, Hot Cleaning Vat and 
Test & Repair Bench into one complete 
radiator department. Enables you to do 
the entire Testing, Cleaning and Repair- 
ing job. Compact. Saves steps. 


LESS SPACE 5 Complete 
unit is only 11’ 7” long, 3’ 6” wide. 

LARGE CAPACITY! Handles all car, 
and many truck and tractor radiators. 
VAT FEATURES! Solution agitator 
speeds radiator cleaning. Automatic 
Timer turns heat OFF at closing time, 
turns it ON at any pre-determined hour 
so solution is hot when you arrive for 


WRITE 


Shows equipment, prices, train- 
ing course, Pays-For- Itself pur- 

chase plan and experiences of 
other operators. 









FOR NEW 
32 PG. BOOK 










FIRM 


ADDRESS 





INLAND MFG. CO. f 
1108 Jackson Street i ev. 
Dept. MA-9, Omaha 2, Nebr. 


World's Largest Manufacturer of 
Radiator Servicing Equipment 
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if dealer, make of cor sold___ 
Are you now operating a radiator Dept.? 
ee ee ee 





est & ® 


ncH 
LT 
wm cree * LEVATOR 5 


9 ESSENTIAL UNITS 
COMBINED INTO | 


work. Even turns it off-on week ends. 


OPERATING COST IS LESS! A full 
time operator is not needed. One of your 
present employes, in only a part of his 
time, will produce good additional 
profits with no increase in overhead. 


WE TRAIN YOUR OPERATOR! Our 
free factory school quickly makes your 
man a professional radiator repairman. 
BIG PROFITS SERVICING RADIA- 
TORS! Users report: ‘$900 first 30 
days!’’ (Ills.) ‘‘$4,500 in 6 months!”’ 
(Pa.) ‘$18,000 first 9 months!” (Cal.) 
The market is growing. Many radiators 
need cleaning. The hourly return is 
high. Inland’s national advertising 
helps you. 


ee i ee 
INLAND MFG. CO., Dept. 
Please send free 32-pg. book describing new 1-Piece Radi- 

i ator Shop, training school, prices, etc. 


MA-9, 1108 Jackson $t., Omaha 2, Nebr. 
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units; and on three-quarter and 1- 
ton forward-control models. 

Dodge also is offering a smaller 
Inclined 6-cylinder engine of simi- 
lar design for special applications. 
It will be available primarily for 
truck owners who operate light 
delivery services requiring high 
engine idling time. 

Rated at 101 horsepower at 4,000 
RPM with a displacement of 170 
cubic inches, this engine produces 
145 lb.-ft. torque from 1,600 to 
3,200 RPM. 


<asier to Service 


“Inclining the engine has made 
it possible for our engineers to 
lower the hood height and increase 
accessibility into the engine com- 
partment,” Patterson explained. 
“In our new light-tonnage models, 
the hood forms the top of the 
fender housing. As a result of this 
new design, the top surface of the 
fender housing is lower. This ex- 
poses more of the engine and mak- 
ing it even easier to service.” 

The carburetor and air cleaner 
are on the left side of the engine 
on a cast-iron intake manifold. 
The manifold consists of six long 
curved tubes, feeding each cylinder 
individually. 

A new heavy duty 3-speed trans- 
mission is standard on the Dart 


pick-up. Also on the compact for- 
ward-control unit. Likewise the 
new transmission is standard on 
the half- and _ three-quarter-ton 


conventional models. This trans- 
mission has a 314 in. spread center 
design. The wider gears provide 
high torque capacity. Gear ratios 
are: first, 3.02; second, 1.76; third, 
1.00; and reverse 3.95. 


Alternator System 


A highlight of the new trucks is 
a 35-ampere alternator. This re- 
places the conventional generator. 
The alternator system consists of 
an alternator and rectifier assembly 
and a voltage regulator. The al- 
ternator produces the alternating 
current, which the rectifier converts 
to direct current. The regulator of 
course controls voltage from the 
alternator. 

The alternator system charges 
even at idling speeds. It reaches its 
peak charge rate quickly. Low cut- 
in and rapid build-up of power 
keep the battery charged, even 
during start-stop operations. 
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Are You Get Your Share 
of FILTER Sé LES for.-.-- 


Don’t sit and wait! The answer to your Foreign Car 
Filter problem is here! Your customers are looking 
for Filter Cartridges in the WIX FCA-6 Assortment 


RIGHT NOW .. . not next Fall! With these genuine 





THESE 6 WIX FILTERS WIX Castéidees you can service 85% of all Foreign 
1—PC-300P 1—PC-304P Cars on the road. 
1—PC-301P 1—PC-306P 
1—PC-302P 1—PC-308 The FCA-6 Assortment gives you giant coverage — at 

SERVICE THESE 20 MAKES midget cost! In addition to the 6 Cartridges, you get 
Allard MG a Handsome Window Streamer PLUS the 1960 WIX 
a —— Dial-O-Matic Cartridge Selector that enables you to 
Austin-Healy Morris instantly identify the right oil and air filter on ALL 
Daimler Standard oe Pe i ig - “LL : : 
Sethe Siecle Velho American Cars and Light Trucks... Oil Filters on 
Fiat Triumph ALL Foreign Cars. Get this money-making assortment 
Ford-English Vauxhall from your WIX jobber TODAY! 
Hillman Volvo 
Lancia Wolseley 

THE FCA-6 ASSORTMENT GIVES 

YOU ALL 6 FILTER CARTRIDGES 

PLUS 

THIS WINDOW POSTER 

PLUS 





DIAL-O-MATIC SELECTOR 








DIAL-O-MATIC instantly identifies the 
& ht Oil and Air Filter Cartridge for 

ALL American Cars and Light Trucks— 
Oil Filter Cartridges for Foreign Cars. 
it's a must for busy service stations. 














! 
\_ FILTERS WIX CORPORATION - - - GASTONIA, N. C. 


= in Canada: Wix Corporation Ltd., Toronto 


In New Zealand: Wix Corporation New Zealand Ltd., Auckland 
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—— CLEARING 
HOUSE 


1959 Ford Wears Out Rear 
Brake Shoes In 500 Miles 

I have a 1959 Ford Ranch 
Wagon, 6 cylinder with stick 
shift. I use this Ford to deliver a 
paper route cove) ing 70 miles a 
trip. All the driving is done at 
speeds from 20 to 40 mph. There 
are no quick starts or stops, but 
just steady moving with a lot of 
right and left turns. The problem 
I have is brake 
bands from wearing out before 


keeping rear 


the front bands. A new set of 


for troubleshooting 


BY JACK MONTGOMERY, TECHNICAL EDITOR 


rear bands will go completely out 
in 500 miles with the greatest 
wear showing on the left rear. I 
have driven 38,000 miles and the 
second of front bands are still in 
good shape, Both the rear drums 
have been ground and are true. 
Both rear wheel cylinders have 
been honed and rebuilt with all 
new parts. New hoses have been 
installed along with all new 
springs. The entire system has 
been bled and replaced with new 
fluid. The vent cap on the master 





cylinder is clean and the vent 
holes open. New wheel bearings 
have been installed and still I 
have the same trouble. The ad- 
justment is from 2 to 3 times 
more than it should be and after 
a trip is made the rear drums are 
so hot that they 
handled with bare hands. This 
buying new bands is breaking me 
up. Can you tell the cause and 
recommend the solution? 

Art Hoevel 

Overland, Mo. 


cannot be 














OUR trouble is most likely 

coming from either loose rear 
spring “U” bolts, or the emer- 
gency brake is adjusted too tight. 
When the wagon is loaded the 
rear springs sag enough to apply 
the emergency brake. I would 
suggest installing heavier rear 
springs or helper springs. Also 
readjust the emergency brake. 
Make sure wheels are free when 
car is fully loaded. 


Easy Way To Remove Rocker 
Cover From Cylinder Head 


T HE Neoprene gasket which 

is issued on the 312 Mercury 
engine has a tendency to adhere 
to the rocker cover and the cylin- 
der head when engine is cold, If 
the engine is brought to operat- 
ing temperature, the _ rocker 
cover can be readily removed 
without causing damage or dis- 
tortion to the cover. 


How To Prevent 
Carburetor Flooding 


ROBLEMS have been en- 

countered in fuel supply sys- 
tems with the carburetor flood- 
ing which sometimes occurs im- 
mediately or shortly after over- 
hauling, or installing a new car- 
buretor. In most cases the cause 
of flooding can be traced to dirt 
that was introduced into the fuel 
system during the service opera- 
tion. Even though extreme care 
is exercised, tiny particles of 
dirt, rust, scale or thread chips 
may be dislodged from the inside 
of the line or connections. The 
initial surge of fuel through the 
lines float these particles into the 
carburetor where they become 
trapped between the needle and 
seat, causing it to flood. Before 
installing any new or rebuilt car- 


buretor it should be filled with 


clean fuel at the bench, using a 
fuel pump. Priming the carbu- 


retor in this manner reduces the 
possibility of dirt being washed 
into the needle and seat. Also the 
operation of the needle and seat 
may be checked and the dis- 
charge from the accelerating 
pump noted before installation. 


Allowing the pump to flush out 
the line before connecting it to 
the carburetor is another step 
which minimizes flooding caused 
by this foreign material. Recom- 
mended procedure for flushing 
the lines: Ground the distributor 
terminal on the coil so the engine 
will not start. Disconnect the gas 
line at the carburetor. Catch the 
fuel to the discharge in a suitable 
container. Operate the starter 
for a few seconds until a pint or 
more of fuel is discharged 
through the line with the con- 
tainer. Any foreign material 
loosened in normal service opera- 
tion will then be flushed out. 

Continued on page 75 





CUSTOM-CRUSH* MEANS 
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BEARINGS 


McQUAY-NORRIS ‘Alum-lined"engine bearings 
are available for late model engine applications. 


MORE THAN 6400 NUMBERS of all types 


THE CHILTON MANUAL PAGE 


By Paul A. Murphy, Editor 


Chilton’s Flat Rate & 
Auto Repair Manuals 


DIFFERENTIAL BEARING 
PRE-LOAD—It has come to our 
attention that some mechanics 
are erroneously pre-loading dif- 
ferential pinion shaft bearings. 
The pre-load specifications given 
by any manufacturer’s manual 
are to be used when new bear- 
being installed. But 
when the original (used bear- 
ings) are being retorqued the 


ings are 





preload torque should be ap- 
proximately half, or less. 

Bearing manufacturers have 
a very logical reason for recom- 
mending a lower preload torque. 
As the bearing is run in, the 
rolled ends become smoother 
without appreciable wear. Bear- 
ing friction decreases consider- 
ably. Yet, practically all the orig- 
inal preload is retained in the 
assembly. Here’s a general rule- 
of-thumb: Anytime a minor 
operation, such as the replace- 
ment of the differential front 
pinion seal, results in the original 
preload being disturbed, the me- 
chanic should use his better judg- 
ment and reset the preload to a 
lesser degree than specified by 
the manufacturer. 


Caution When Lubricating 


Lubrication men, take heed! 
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Particularly those using lifts 
where the complete front and 
rear suspensions hang free from 
the chassis. We’re talking of 
course about paying attention to 
the front and rear brake hoses. 
Should the suspension drop be- 
yond the safe limit of the brake 
hoses, the hose may be perma- 
nently injured and require re- 
placing. Also, care should be 
taken to insure that the lift does 
not kink either the brake or fuel 
line tubing along the frame. 


Kinked Fuel Line 


It has been brought to our at- 
tention that one fleet operator re- 
placed a fuel pump twice in an 
attempt to get enough fuel to 
the carburetor for high speed 
operation. Further examination 
showed that the fuel line had 
been kinked (on the lift) to a 
point that it restricted the fuel 
flow. This caused a loss of power 
at high speed. 





\ROGE PISTON RINGS STAND OUT 


Readers Clearing House. . . . Continued from page 73 


Repair and Replacing 
Transmission Oil Coolers 


T O FIND an oil cooler leak in 
the torque convertor cooler 
mounted in the bottom of the ra- 
diator, the cooling lines should 
be removed at the radiator, Con- 
nect a pressure gage to one cooler 
outlet and an air pressure hose to 
the other. The air pressure hose 
should have a shut off valve so 
that pressure may be trapped in 
the cooler. If the cooler and all 
fittings are leakproof, the gauge 
reading will remain constant. 
Never subject cooler to more 
than 50 psi. Do not use pipe 
sealers on the gauge fitting or air 
fitting that will get into the 
transmission oil circuit. 

When a leak is definitely un- 
covered the following’ steps 
should be taken: Remove radia- 
tor from car. Remove the lower 


tank. Test the cooler with 50 psi 
air pressure in water to locate 
leak. Repair the leak using silver 
solder. Clean off excessive fluid 
completely neutralized and blow- 
out water from cooler. 
Replacing Cooler: Remove ra- 
diator lower tank, melt the soft 
solder connections holding cooler 
to tank. Remove the spring nut 
holding each cooler connector to 
the tank and remove the cooler 
unit. Position new cooler in lower 
tank. Replace spring nuts on 
connectors and resolder. Replace 
lower radiator tank and retest 
cooler, Check transmission for 
presence of water. Remove the 
transmission oil pan and inspect 
for water in the oil, dirty or 
plugged inlet screen, rust or ex- 
cessive sludge. If transmission 
operated properly when the leak 
was detected and if there is only 


NEW SLO-CHROME MEANS IMMEDIATE 
AND PERMANENT OIL CONTROL 


SLO-CHROME—exclusive 
with McQUAY-NORRIS—is 
a special, unhurried plat- 
ing process whereby 
dense, fine grain chrome 








is carefully applied to assure immediate and permanent oil 
control. SLO-CHROME is more expensive to produce than 
other types of plating, yet costs you no more. SLO-CHROME is 
used on all steel rails, and on top chrome rings. 





SEVEN 
WIPING 
EDGES 


The famous Leak-Proof 
piston ring set (including 
the outstanding ‘‘400”’ oil 
ring) has seven(count’em) 
wiping edges. No other 
ring has so many wiping 
edges to save your cus- 








tomers gas and oil. 











“This guy wants to know when we 
last changed our oil filter.” 


a light or no indications of the 
above conditions in the transmis- 
sion, the following procedure 
may be followed: Drain the 
transmission and convertor com- 
pletely when hot. Refill with the 
proper amount of transmission 
oil. 

Continued on page 112 
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Aluminum Hammer 


Transmits full and accurate 
blow without dangerous 
rebound 


Frank N. Wood Company: Is now 
manufacturing an aluminum- 





headed, non-marring hammer. 
The hammer is fufnished in 
three weights and sizes (13 oz., 
1 lb. 10 oz., 2 lbs. 1 0oz.). The 
aluminum alloy hammerhead 
transmits a full and accurate 


blow without the dangerous re- 
bound. The hammer is _ con- 
structed to give maximum work- 
ing life with maximum safety. 
The aluminum head is non-spark- 
ing, non-chipping, non-spalling. 
No inserted weights or faces, 
which can loosen or vibrate, are 
used. Write: Frank N. Wood 
Company, Waukesha, Wisconsin. 


Battery Hydrometer 


Three-color float shows 
general battery condition 


The Imperial Brass Mfg. Co.: A 
thermo battery hydrometer has 
been added to the line of anti- 
freeze testers and battery fillers. 
The new tester (catalog No. 
521-T) features minimum ex- 
posure of glass barrel for maxi- 
mum protection against break- 


age. Thermometer is encased in 
shock-proof durable rubber tip. 
Vinyl plastic thermometer chart 
is impervious to sulfuric acid 
and other liquids used around 
the shop, company claims. A 
three-color float shows general 
battery condition at a glance. 
Write: Imperial Brass Mfg. 
Co., 6300 West Howard Street, 
Chicago, 48, Illinois. 


Complete Brake Shop 
Takes less than 5 sq. ft. 
of floor space 


Star Machine & Tool Company: 
A new, compact “space-saving” 
brake shop (20” « 3514”) is now 
being introduced. This space 
saver handles a full range of 
brake service work. Its porta- 
bility, accuracy and lower initial 
cost enable any size garage, tire 
shop, brake shop or service sta- 
tion to enjoy the profits of more 


...AND ALL OTHER McQUAY-NORRIS PARTS IN THE 
COMPLETE LINE ALSO HAVE SPECIAL FEATURES 
‘SPECIFICALLY DESIGNED FOR REPLACEMENT USE 


McQUAY - 


: —N 


..- ENGINE AND CHASSIS PARTS 


TO NAME TWO: 
EATON VALVES*—wWhen the going gets rough, 


it takes a valve designed for performance right from 
the alloy up, to do the job! That’s why “EATON” 


valves are made only of special heat resistant alloy 


“EATON” valves give you such design extras as 
Eatonite hard facing...sodium cooling... rotation 
features. These famous “EATON” valves are avail- 
able only through your McQuay-Norris wholesaler. 


*EATON VALVES distributed only through McQUAY- NORRIS 


steel—made for the toughest possible conditions. wholesalers in the U.S.A. and Canada. 





work, 
Star 


service 
Write: 


brake 
states. 


company 
Machine & 


SHOP 


g 


Southeast 
Minneapolis 14, 


Tool Company, 201 
Sixth Street, 
Minnesota. 


Master Brake Tools 
Contains tools needed to 
service brakes 


K-D Mfg. Co.: 
duced is *290 


intro- 
Brake 


Recently 
Master 





WATER PUMPS—ALL-NEW, PRE-TESTED. 
Lubricated for life—they can really take it! See 
your McQuay-Norris wholesaler for full details of 
our new water pump sales plan—the best in the 
business! 


Tools assortment. It is said to 
contain just about every tool a 
mechanic needs to service brakes 
such as Lockheed, Bendix, total 
contact. They are on an attrac- 
tive display stand with easel for 
counter display. Kits are in plas- 
tic with button flaps and contain: 
Brake shoe spring tools for Lock- 
heed and Bendix, a *%" « 44” 
high offset brake wrench and 


brake otinaliea tool. Other tools 
in the assortment are 14” « *,” 
high offset brake wrench, bade 


brake adjusting tool for Chrys- 





ler, ““C’’ Washer pliers for Lock- 
heed, brake position puller for 
Lockheed and a brake adjusting 
tool for Corvairs and Ford line. 
Write: C. Paul Myers, V.P. Sales, 
K-D Mfg. Co., 526 N. Plum St., 
Lancaster Pa. or phone EXpress 
7-8178. 


Anti-Freeze Coolant 
Never needs to be drained from a 
properly operating cooling 
system 

E. I. Du Pont de Nemours and 
Company, Inc.: Development of 
anti-freeze that can be used 
safely year after year was an- 
nounced. The new product— 
“Telar” anti-freeze and anti-rust 
coolant it is said never needs to 
be drained from a properly oper- 
ating cooling system. In addi- 
tion to providing anti-freeze pro- 
tection, it also maintains efficient 


Continued on page 80 


McQUAY- NORRIS 
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~~ DELCO-REMY 
IGNITION PARTS 
TO RESTORE 
NEW-CAR 
PERFORMANCE, 
SPEED SERVICE, 
INCREASE 
PROFITS! 
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Here’s opportunity for you! A national trade magazine* 
survey shows that 84% of the cars on the road today 
need some kind of ignition work. Just take a quick look 
under the distributor caps of your customers’ cars, and 
when you spot trouble, suggest a complete tune-up— 
replace worn ignition components with Delco-Remy parts. 


Why Delco-Remy? Because they are the quality ignition 
service parts for all popular American cars and light 
trucks. They’re ready to install, and make ignition sys- 
tems perform like new. And new packages make these 
Delco-Remy parts easier to stock, identify and sell. 


designed and built of highly dielectric, shock 
and heat resistant materials, and feature voltage- 
saving internal ribs. 


ft DELCO-REMY DISTRIBUTOR CAPS are 


DELCO-REMY CONTACT SETS are factory- 
adjusted and aligned for quick, easy installation. 
Heat-sealed, moisture-proof packages protect 
contact sets against dirt and oxidation. 


DELCO-REMY ROTORS combine maximum 
strength with minimum weight and superior 
balance to assure smooth rotation at slow 
or turnpike speeds. 


DELCO-REMY CONDENSERS assure cor- 
rect electrical capacity and resist voltage break- 
down. Hermetic seal keeps out harmful moisture, 
oil, and vapors. 


Delco-Remy electrical parts are available at car or truck 
dealers, or through the United Motors System. 


*MOTOR—June, 1959 


Delco -Rem 
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FROM THE HIGHWAY TO THE STARS 


GM 
DELCO-REMY ¢ DIVISION OF GENERAL MOTORS ¢ ANDERSON, INDIANA 
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cooling summer and_ winter. 
“Telar” can be mixed with ordi- 
nary water available anywhere. 
According to the company an- 
other feature is a built-in signal 
that warns of major cooling sys- 
tem breakdowns before costly 
damage takes place. Called 
“Color Check,” this patented 
feature changes the normal red 
color of “Telar” to yellow if a 


leaky water pump, hose connec- 
tion, or cylinder-head gasket lets 
too much air or corrosive exhaust 
gases into the anti-freeze solu- 
tion, contaminating the coolant. 
If this occurs, comany states, the 
solution should be drained before 
corrosion can begin. Write: J. C. 
Blackwood, E. I. Du Pont de 
Nemours & Co., 1007 Market St., 
Wilmington 98, Del. 


Liquid Hand Cleaner 


Prevents formation of 
ingrained grime 
DL Products, Inc.: A new “395” 
special package, is introduced 
featuring two one-half gallon 


cans. The one-half gallon con- 
tainers of Liquid DL, with plas- 
tic dispenser and wall clamp are 
easy to install it is said, Liquid 
DL is a waterless hand cleaner 
that can be used with or without 
water. It contains both lanolin 
and hexachlorophene. It contains 
no abrasives to irritate sensitive 
skin. Used regularly it is said to 
prevent formation of ingrained 
grime. Write: DL Products, Inc., 
Buffalo, N.Y. 


"The most profitable 
2 square feet 
in my shop... 
Thanks to my 


Van Norman 


Aluminum Engine Bearings 


301 Re-Tru 
Brake Drum 
Lathe.” 


—says a Hartford 
brake specialist 


Offers increased bearing life 


McQuay-Norris Mfg. Co.: Com- 
pany has added complete manu- 
facturing facilities for steel 
backed aluminum engine bearing 
inserts to be known as Alum- 
Lined bearings. This new line of 
Alum-Lined inserts offers in- 
creased bearing life because of 
The Van Norman 301 Re-Tru brake 

drum lathe requires less than 2 square 

feet of floor space. Performance-wise it 

features automatic feed, automatic shut off, waist 
level mounting, and handy controls for positioning 
the tool bar into the drum. And the tool bar swings 
out of the way for maximum clearance. 

Exclusive Van Norman built-in drum microm- 
eter standard equipment—no extra cost. You 
always know immediately the diameter of the 
drum before and after precision machining. 

The sturdy Van Norman 301... designed to 
increase your profits . . . is a product of a company 
which has been a precision builder of automatic 
service machines since 1888. Get detailed infor- 
mation on the 301 Re-Tru today. 

Remember, it pays to Van Normanize. 


VAN NORMAN 


Springfield 7, Massachusetts 
A DIVISION OF VAN NORMAN INDUSTRIES. INC. 


high heat conducting capacity as 
well as load carrying capability, 
company states. Alum-Lined in- 
serts also offer high conforma- 
bility and resistance to corrosion 
from engine acids. Write: Mc- 
Quay-Norris Manufacturing Co., 
2320 Marconi Avenue, St. Louis 
10, Mo. 
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When you SHOW ’em 
You'll CELL ‘em! 





New! 


Free Valve-Seal Gage 
Protects your customers— 
makes you money! 


New! 


IT’S FREE! A new simple valve-seal testing gauge P Order Dill Valves 
that shows why tubeless tire valves should be replaced This Easy Way 
when you change a tire! It lets you sell protection Complete assortment of 
against flats, at the same time increases your sales and ee tubeless tire valves for 


profits with Dill Valves. all cors including the 
x. newest models. 
Here’s how it works! Use an old worn valve as a ' Handsome styrene case 


‘‘demonstrator.”’ Insert it into the proper gauge end— . , sn oak Seen ae 
and show your customer how loosely it fits. Then slip for ¥4 price! And a new 1960 tubeless 
a fresh new valve into the same gauge end and point valve application chart free. Order now. 
out the tight, safe air seal. Explain how little it costs 

to “retire” the unsafe valve. You’ll safeguard your cus- Choose from two complete assortments 

tomer, earn up to $1.04 profit on each set of 4 Dill valves! Valve-Pak 5258—Includes: 


s i 32 Assorted Full Length Valves 
It’s yours, free! Ask your supplier to get you one or 2 1%” Metal Valves 


- : ; , > I 
write direct to us. We’ll rush it to you immediately. 20 Extensions ce y 
Write Dept. MA-9, 1 Valve Installing Tool 17.25 


1 Transporent Styrene Case 


Valve-Pak 5258-A—Includes: 


| Dx xX. | : 30 1%” Valves to fit either 14’’ 


“ or 15’ wheels re) i 
5 1%" Metal Valves nly 


The DILL Manufacturing Company 25 Extensions To Make Desired Lengths $17.83 


oe 
700 East 82nd Street + Cleveland 3, Ohio Ronpaneah Seas —_ 


Valves also available in individual sizes 10 and 50 to « 
box. See your supplier. 
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EXIDE’S SURE-SELL EIT 


Battery prospects in the northern part of the 
U. S. will see this red-and-black, 4%” x 12”, 7g Here’ S + what Ol at | in 
double-header Exide ad. Free earmuffs offer 
will pull them in for a battery check-up and 


frequently a new battery. The cartoon will make | 
it easier to sell them an Exide. 





EXIDE 
SURE-START 


BATTERY 


ORIGINAL EQUIPMENT GRADE 














50 EARMUFFS FOR NORTHERN DEALERS 
OR 50 BAR-B-Q MITTS FOR SOUTHERN 


AND WESTERN DEALERS 


ALLFOR 











EXIDE ADS (LIKE THE ONES SHOWN AT LEFT 
AND RIGHT) WILL APPEAR IN 8 ISSUES OF 
LOOK AND POST—OCTOBER THRU DECEMBER 


Look || Post 


AND IN THESE POPULAR MOTOR AND SPORTS MAGAZINES 


SPORTS _ 
For a better way to start your car, JARS wom 


get an Exide battery MOTOR LIFE 






























































SPORTS ego 
ILLUSTRATED | Outdoor Life 
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ZOOMS BATTERY PROFITS! 


s - Drivers in tne south and west will see ads like 
the Fxide SURE-SELL KIT i \ this, offering them a useful Bar-B-Q mitt— 
free at any Exide dealer’s. Readers in these 


| parts of the country will know that you and 
What's cooking? oe Avou Exide have the answer to their battery problems. 














Winter's coming! 


FREE EAR MUFFS 


with every free 
BATTERY CHECK-UP 


ONE EYE-CATCHING WINDOW STREAMER 36° x15” 


BATTERY 


CHECK-UP 
REMINDERS 10 GIVE This quilted 14” mitt protects your steak-turning hand—just as an 


Exide battery protects your car's starting power. Don't wait for your 
YOUR CUSTO MERS present battery to leave you in the lurch. Ask your Exide dealer (he's 

in the Yellow Pages) for a free battery check-up and take home your 
gift Bar-B-Q Mitt. 

















TW 0 BATTE RY The mitt is yours free whether or not you decide to buy a new Exide. 
All Exide batteries are built with A-S 57°, our revolutionary manufac- 


, turing process that stretches out battery plate life—in snow or sunshine. 
You get a written guarantee, too, from the company that has built 
batteries longer than anybody else. 
| 8) 2? di POSTER *Anti-Sulfation 57, successfully highway-tested since 1957. 


“SCORECARDS” When it’s an Exide... you start! 














ONLY 24~ 








This map shows the eae three main climate 
zones of the U.S.A. Each has “3 its own kind of winter 
weather. That's why Exide’s selling message will be appropriate 
to each dealer's customers. Check to'see whether you'll be offer- 
ing free earmuffs or Bar-B-Q mitts to your battery prospects. For a better way to start your car. 

Get an Exide SURE-SELL KIT—complete with Sure-Start i . 
battery and display pieces—and capitalize on Exide’s startling get an Exide battery 
advertising during your peak battery-selling months. Ask your 
Exide distributor now for details. Remember: When it's an Exide 
... you start making money! EXIDE SALES, AUTOMOTIVE 
DIVISION, BOX 6266, CLEVELAND 1, OHIO. 
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Free G-E Cap-Trap’ 
Saves you time, money, 


with the purchase of 12 G-E SUB- 
URBAN Headlamps and | Space- 
Saver pack of 10 G-E rear lamps. 
Available while the supply lasts! 
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cuts gas cap losses... 
customers too! 


© POWERFUL 2'%4” MAGNET HOLDS GAS CAPS TIGHT 
© FITS FLAT... WON’T CATCH ON LICENSE PLATE 
© HAS WITTEK “SURE-TITE” CLAMP 


A lost gas cap can cost you anything from a few dollars—to a few customers. But a G-E “Cap- 
Trap” can help eliminate these losses. It keeps gas caps handy, and in the same place every time. 
You save steps avd money. You pay nothing extra for the G-E “Cap-Trap”—and it doesn’t 
come out of your profits! It’s free with a purchase of 12 G-E SUBURBAN Headlamps and 
a Space-Saver pack of 10 G-E rear lamps. Ask your General Electric Headlamp supplier about 
a “Cap-Trap” today. 








GENERAL ELECTRIC’S ADVERTISING WILL HELP YOU 
SELL G-E SUBURBAN HEADLAMPS TWO-AT-A-TIME! 


Many of your customers are among the millions 
of people who'll see G-E SUBURBAN Headlamp 
advertisements this Fall in LOOK, LIFE, POST, 
SPORTS ILLUSTRATED, TRUE, MECHANIX 
ILLUSTRATED and POPULAR MECHANICS. 
The ads will tell how a lot of people are throwing 
away both headlamps even though ove still lights. 
The reason? They're switching toG-E SUBURBAN 
Headlamps —the only 7” headlamps with the low 
beam filament on focus to give a “spotlight” effect 
down the right side of the road. They give twice 
the light where it’s needed most . . . to let drivers 
see better against oncoming cars’ lights. 


REMINDER: 1 out of 12 of your customers needs 
a new rear lamp (the No. 1 cause for rejection in 
highway safety inspections). So, check for burn- 
outs and get this profitable business. General 
Electric Co., Miniature Lamp Dept. M-026, Nela 
Park, Cleveland 12, Ohio. PRREe Fea Reet a ny tA oS ee 


" a 
care unter as mack light where it's anednd! — taxem wut. Hv 





Why are people throwing away beth headlamps 
when one still lights? 





a 





Progress /s Our Most Important Product , =o ee 


Piegres be Cr Met lngartone Pradeet 


GENERAL ELECTRIC \ SETS STS gewenan @ euecrare 
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ANNOUNCING @3 “HOODS UP” 


Now’s the time to prepare for fall cooling system checks 
and the sale of top-quality AC Radiator Pressure Caps 


This Fall Sell The Cap That Pioneered 
Today’s Modern Pressure Cooling Systems 


You have a “Hoods Up” opportunity this fall to sell AC replace- 
ment radiator caps in high volume as you test and sell coolants and 
other cooling system needs. And when you sell ACs you sell the 
finest radiator caps made. AC caps are simply constructed — 
requiring no adjustments or attention. All parts in contact with the 
engine coolant are made of non-corrosive materials. Each AC Filler 
Cap has a safety notch provided to relieve excess pressure before 
the cap is completely removed. These are but a few of the features 
that make AC radiator caps the largest sellers in the industry. 


4 Out of Every 10 Cars Need New Caps! 


It’s true — approximately 40% of the cars that . . . : 
pull into your service station have caps that cannot a.) ower cera a 
hold their rated pressure. And that percentage rises . “7 = = 
sharply on cars that are two years old or older. 

Boost your income by selling these customers AC 6d) 69) ae 
replacement caps — and all the other products and L oa 


services associated with cooling system needs, 


























a 


SELL ‘AC CAPS...USED ON MORE NEW 
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SALES-MAKING TIME! 
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Use These Two “TOP?” Selling Aids To 
Capitalize On “HOODS UP” Cap Campaign 


a SPECIAL OFFER ON SALES-MAKING AC CAP CABINET“ 


This sturdy, all-metal cabinet becomes a per- 
manent cap sales maker for you — providing 
cover display space for two caps of your choice. 
Use it as an attention-getting counter display 
— or mount it on your lube bay wall. It holds 
up to 100 assorted caps — with a special com- 
partment for your cap tester and hydrometer. 
An up-to-date specification chart is also 
included on the inside cover. 


Here’s how you can get it 


Order your AC cap cabinet and 6 fast-moving 
AC radiator caps (4 RC-1; 2 RC-2) for only 
$8.40 and the big, profit-boosting cap cabinet 
is yours at no extra cost. When you sell the 
six popular caps you recover your total invest- 
ment of $8.40. Order yours today! 


Here’s the easiest-to-use pressure tester you’ve 
ever seen! Use it to check radiator pressure 
caps and cooling systems on all types of cars 
and most trucks. Two adapters are available, 
at slight extra cost, for trucks having a differ- 
ent size filler neck. 


An easy-to-read pressure gauge tells you in 
seconds if a cap is good or not — or whether 
there is a leak in the cooling system. Tests 
from 1 to 30 pounds pressure. 


Special! Get $5.00 credit with trade-in! —Now 
you can trade in your old cap tester and receive 
the new AC Radiator Cap and Cooling System 
Tester for only $13.45. Without a trade-in, the 




















*Caps illustrated not 
included in special 
offer. 


same Tester is priced at only $18.45. Order 
yours now to take full advantage of the extra 
profits in AC Radiator Pressure Caps! 


CARS THAN ANY OTHER BRAND! 
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Cooling System Fluid 


Gives year ’round protection 
from rust, corrosion, freezing 
and overheating 


The Dow Chemical Company: In- 
troduced recently is Dowgard, 
which is said to be a new scien- 
tific formulation to give cooling 


the company, Dowgard contains 
its own de-ionized water and in- 
hibitor system. The cooling sys- 
tem is completely filled with it to 
counteract rust-forming — ele- 
ments in the water. Company 
claims that one full fill with Dow- 
gard will stop rust and corrosion 
damage for a year. Write: Na- 





systems year ’round protection tional Brand Sales, The Dow 
from rust, corrosion, freezing Chemical Company, Midland, 
and overheating. According to Michigan. 













““Snaplock’s 
swivel action helps us 
keep pace with our 
busy service schedule’’ 


—says John Dapper, 
service manager 
cite of Mullane Ford,* 

‘ Bergenfield, N. J. 


SNAPLOCK HOSE CLAMP'S 
UNIQUE SWIVEL ACTION 
SCREW MAKES APPLICATION 
EASY, FAST AND POSITIVE 


CAN'T SHAKE L 
GREATER THE PRESSURE 
TIGHTER THE GRIP 


THE 


* Winner 1959 Nat'l Ford Dealers 


Assn. Service-Parts Sales Award 


"We're always busy at MULLANE 
FORD and top quality parts 
that install easily and fast 
protect our profitable service 
business. When we're loaded 
with seasonal radiator and 
heater hose jobs we like to 
make installations with 
Snaplock clamps. 

They're a cinch to put on -- 
save us valuable time -- and 
guarantee a leakproof grip." 


Ask your 
jobber now 

for Snaplock 

hose clamps. 


The pacesetter in hose clamps since 1913 


BROOKLYN 7. NEW YORK 











Universal Joint Tool 
Universal joints can be put 
back together without 
breaking seal 
Uni-Matic, Inc.: Company claims 
a universal joint tool that a 





take a 


use to 
universal joint down and repack 
it, and put it back together again 


mechanic can 


vithout breaking a seal. The 
company states that the Uni- 
Matic universal tool will do the 
job quickly and easily. It is de- 
signed for the _ professional 
mechanic, garages, and service 
station owners. Write: Uni- 
Matic, Inc., 6229 Bartmer Ave., 
St. Louis 30, Mo. 


Gift-Bookard 
New idea in business gifting 


Gallery of Gifts, Inc.: Company 
offers one solution for obligatory 
gift-giving for Christmas. This 
innovation, called the Gift-Book- 
ard, was developed to say “Thank 
You” to customers and em- 
ployees. Gift-Bookard is a com- 
bination of personalized greeting 
sard on the cover, a registered 
gift certificate in the form of a 
postage paid reply card on the 
back, and a colorful booklet offer- 
ing recipients a choice of 24 


gifts. Each gift is valued to 
$10.00. The donor orders the 
quantity of Gift-Bookards he 


needs, with his personal or com- 
pany name imprinted on the 
Greeting Card cover. When the 
donor mails the Gift-Bookards to 
his list, each recipient selects 

Continued on page 92 
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FACTORY ENGINEERED 


UG eee ALWAYS 
RIGHT 
FOR 

BUICK 
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Fuel Pump Repair Kit 













SF 
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Generator Repair Kit 


2 9 
> @ 
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Factory Engineered Buick Repair Kits make replacement 
work faster, easier, more economical. Available in a wide 
variety, they put everything you need for each job in 

one package. Because they are Buick-engineered, you can always 
be sure of correct size and fit. 





ENGINEER APPROVED ACCESSORIES 


You'll find it costs less to stock Buick Repair Kits than 
individual parts. They minimize over- and under-stocking, 
because the number of parts in each kit is based on careful 
study of replacement experience. 

Check the advantages of these kits at the nearest Buick dealer. 
The Buick dealer is also glad to help you with any testing 

or installation problem. Visit him soon and pick up the 
Buick Repair Kits you need, AT YOUR FULL DISCOUNT. 


REMEMBER—YOUR AUTHORIZED QUALITY BUICK DEALER IS FACTORY ENGREERED PARTS 


YOUR ONE-STOP SOURCE FOR QUALITY BUICK PARTS 
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NOW! 3 NEW 12-VOLT 
> AUTOLITE sta-ful BATTERIES 


Priced competitively 


GROUP 
11MS 


AUTOLITE sta-ful BATTERIES... 








A handsome new profit picture—Autolite stasful 
Batteries now in both 6- and 12-volt models to fit 
virtually every application! Every one a premium 
battery featuring the "liquid reservoir” that requires 
filling only three times a year in normal car use. 


Every battery is dry-charged, factory-fresh and elec- 


GROUP 


SEA 


tronicaiiy iested before being delivered to the dealer. 
Autolite 12-volt sta-ful Batteries are priced same as 
ordinary batteries to bring you more profitable sales 
volume. Build battery profits! Call your Autolite 
Battery Wholesaler today! 


THE ELECTRIC AUTOLITE COMPANY ¢ TOLEDO 1, OHIO 


oost your profits! 


need water only three times a year in normal car use! 


Don’t miss the election news with Dave Garroway on NBC-TV TODAY Show ... sponsored by Autolite 
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New Products ....... . . . «Continued trom page 88 


one gift, noting his or her choice 
on the registered Gift Certificate 
card, and mails it directly to Gal- 
lery of Gifts. The gifts are then 
wrapped and shipped prepaid. 
$6.50 is the price the donor pays 


Graphite Lubricant 
For automobiles and all 


4-cycle engines 


Vanguard Solid Lubricants, Inc.: 
Graphyglyde 4-C is said to be a 


for each Gift-Bookard which is new formula precision engi- 
good for one gift, company ex- neered to provide upper and 


plains. Write: Gallery of Gifts, 


York 


lower combustion area protection 
for automobile engines. It incor- 
porates gum solvent with high 


Inc., 80 Park Ave., New 
City 16, N.Y. 


O. NG 


Aad as, 









. > Z 


SELLING SSS 
THE REALLY 


COMPLETE 
HAVILAN 


fe | 





D LINE ! 


REPLACEMENT TYPE MUFFLERS 

With the Industry’s heaviest twin shell con- 
struction, made with PROTECTALOY alloy 
coated steel. 

THE ORIGINAL FIBERGLAS PACKED MUFFLER 
Now the first with PROTECTALOY, the long 
wearing alloy coated steel. 

MUFFLERS FOR BRITISH & CONTINENTAL CARS 


American made mufflers fitting 30 makes of 
British and continental cars. 116 mufflers to 








Ask your Haviland distributor for your 


fit over 140 models from 1948 to 1960. 
FREE Dealer’s Sales Kick-off Kit of 
muffler merchandising aids, or for fur- 


Free: 
ther information, 


WRITE DEPARTMENT 11 CPt ~ 


ARNOLD HAVILAND COMPANY « Defiance, Ohio 
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temperature lubricant. The sol- 
vent dissolves gums and var- 
nishes which cause sticky rings, 
poor valve seating, and pre- 
ignition it is said. Carbon and 
other deposits are blown out the 
exhaust. The lubricant adheres 
to all valve, stem, ring and cylin- 
cer surfaces. It provides a super- 
smooth film which does not 
drain off. Vanguard Solid Lubri- 
conts, Inc., 767 Lexington Ave., 
New York 21. 


Brake Bleeder 


Features tool tray and quick 
disconnect fittings 





Eis 


Automotive 
Just announced is company’s new 
No. T 1200-7 Bleeder Tank. This 
incorporates a hanging tool tray 
for bleeding tools and fittings. It 
also features a Quick-Disconnect 


Corporation: 


Fitting as well as a_ set of 
adapters which includes those 
for servicing 1960 Ford Products 
passenger cars, 1960 GMC and 
Chevrolet Trucks. The Quick- 
Disconnect Fittings include one 
female and two male adapters. 
Write: Eis Automotive Corp., 
Middletown, Conn. 


New Coolant 


Guaranteed for one full 
winter’s use 


Union Carbide Consumer Prod- 
ucts Company: A new economy 
product for auto cooling system 
protection, ‘“Prestone’” Long 
Life Coolant, has been intro- 
duced. Its base is ethylene glycol 
and the coolant contains a new 
inhibitor system comprising both 
chemical and polar inhibitors, 
it is reported. It will give protec- 
tion for extremely long periods 
to all cooling system metals, in- 
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cluding aluminum. The new 
product is guaranteed for one 
full winter’s use, company points 
out. “Prestone” Long Life Cool- 
ant is undiluted and can be used 
with any tap water. After the 
first winter’s use, the solution 
should be checked periodically 
for anti-rust protection. Write: 
Union Carbide Consumer Prod- 
ucts Company, Division of Union 
Carbide Corporation, 270 Park 
Ave., New York 17, New York. 


Wheel Aligner 


Ideal for small garage or 
service station 


‘ 


T <u 1 








Midwec Corporation: The Mid- 
wec Sealander Wheel Aligner 
has just been announced. This 
new wheel aligner, it is said, 
offers small garages, tire shops 
and service stations the oppor- 
tunity to make profits on aligning 
wheels. The most outstanding 
feature of this unit, company 
states, is the patented feature 
whereby an aligning machine 
works directly off the spindle 
bolt, from a special nut keyed to 
the spindle keyway. This pro- 
vides accuracy and simple opera- 
tion. This unit can be carried 
around in a small tool case 12” 
19” « 5”. It requires no perma- 
nent stall or pit area. Write: 
Midwec Corp., 601 So. Jason St., 
Denver 28, Colo. 


Tune-up Kits 


Intended for off car carburetor 
maintenance 





built since 1950 was announced. 
The kits are to be known as the 





“O.K. Kits.” They are intended 


for off car carburetor mainte- 
nance as a complement to the 
present Rochester GM carbu- 
retor overhaul and _ clean-out 
kits, company states. Included in 
the kits, which are packaged 
with slide-out trays, are gaskets, 
pump plungers, needles and 
seats, float gauges, instruction 
sheets and other necessary parts 
where required. Write: Rochester 
Products Division of General 

Continued on page 98 
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ENGINE RE-BUILDI 
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VALVE SEAT INSERTER—GUIDE REAMER—wODEL MA 


One tool—the MR—does two jobs completely 
Pare and saves time. It counterbores head or block 
eae for new valve seat rings, reams integral valve 
guides oversize. The MR also coredrills, reams for 
new guide bushings and removes old valve seat 
inserts. 


But the MR also uses standard Hall- 


Toledo expanding pilots, to make it a perfect 


And now, the Model MR, together 

with all Hall-Toledo valve seat 

grinding equipment, carries a 

written, one year guarantee—your 
assurance of the finest in quality, * 
ss . SS 
precision and workmanship from 4% 
the leader in the industry. i 
¢ 


Write today for full details. 


Please send information on the items checked. No 
obligation. 


() Valve seat grinders for Automotive, Diese! and 
Aircraft engines. [) Valve Guide Reamer and Seat 
Inserter. () Expanding Pilots, Grinding Wheels [J Cyl- 


companion to the Model EJ Eccentric Valve Seat 
Grinder. Ask your jobber to demonstrate this 
combination in action, or fill in the coupon below. 


<1 RIS AE atid PERE, Se Ce i ATR EE OEE aq 


inder Hones 





Rochester Products Division, 

General Motors Corp.: A com- Name 

plete line of carburetor tune-up Tro Lc 3D oO Street Fi a oa el ane ha 
kits to service all popular makes 2855 ITH STREET City __ Zone__ State __ 


of American cars and trucks TOLEDO 9, OHIO 
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noes mexmoor TRAFFIC 


Get ‘em out of their cars 


.-- for greater accessory sales with the 


"24" ROYAL ELECTRIC 
SHOEMASTER 


IT'S YOURS % 
ead: ONLY S95 


and ANY 12 Purolator filters of your choice! 


Here's the complete 
TRAFFIC BUILDER package 





i. ROYAL ELECTRIC SHOEMASTER, 
with black polish, brown polish and two buffers. 




















oo es 


2. 





“Free Shoeshine” window display builds traffic in your office. . Wall Poster—to be mounted . “Free Shoeshine” pocket 
directly over machine. Lists protector—wear it on the 
simple SHOEMASTER in- island to get customers out 
structions. of their cars. 


ANY 12 PUROLATOR FILTERS! 
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ALL FOR ONLY $8.95 WITH 








a u 4 a D om * YOU'VE ALWAYS WANTED! 


Another first from Purolator 








@ A “free shoeshine’’ gets your customers @ Order as many Royal Electric @ What a buy! Not $24.50. But only 
out of their cars. Gives you a good Shoemasters as you wish—for @ $8.95 .. . with any 12 Purolator 
opportunity to sell them oi! and filter your home. . . as an employee filters you feel you can sell fastest. 
changes . . . lets you ask them about all incentive .. . for unusual, exciting Order from your Purolator supplier— 


their servicing and automotive needs. Christmas gifts. call him now! 


The Standard Equipment Line 


PURQOLATOR 


OIL, AIR & FUEL FILTERS 


**Purolator’’ Reg. U. S. Pat. Off. 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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Why spark plugs 





at least every 


Regular plug replacement gives 
big benefits in better performance 
and economy. Here’s why 
old plugs need replacing — 
and why new Champions make 
such a difference... 


WHAT TAKES THE SPARK 
OUT OF SPARK PLUGS? 


A spark plug fires when a spark jumps the gap 
between the electrodes and ignites the fuel/air mix- 
ture. Whenever the spark cannot jump this gap, the 
spark plug misfires. Misfiring occurs when the amount 
of voltage needed to jump the gap becomes greater 
than the ignition system can provide. Each time this 
happens, fuel is wasted and power is lost. 


A new spark plug, with the gap set as recommended, 
requires about 5,000 to 8,000 volts to fire. After 
10,000 miles of normal driving, electrode wear widens 
the gap by about .010 inches, and the voltage needed 
to fire is approximately doubled. And it keeps going 
up with additional miles of driving. 

This is only for normal driving. At wide-open 
throttle, the voltage required to fire a plug increases 
30 to 40%, yet high-speed driving reduces the volt- 
age available from the ignition system (because the 


NEW PLUGS OLD PLUGS 


(-{ MISFIRING 


Yurocor-=x 
yQuaro«corTx 


A Voltage available from ignition system 
B Voltage required to fire new spark plugs 


A Voltage available from ignition system 
B Voltage required to fire old spark plugs 
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points don’t femain closed long enough to permit 
the coil to build up to full voltage output). 


Even higher voltage requirements —as much as 
100% above normal — may occur when the accelerator 
is quickly floored, as for fast passing on the highway. 
This is where misfiring is often first noticed, when the 
car fails to respond properly. (You can prevent mis- 
firing by checking plugs regularly with a Champion 


Plug-Scope. ) 


And remember — plugs that misfire noticeably under 
heavy loads are probably misfiring unnoticeably during 
normal driving, and wasting power and gas. This is the 
most important reason for replacing spark plugs every 
10,000 miles, even though the old plugs may still 
seem all right. 


EFFECT OF FOULING DEPOSITS 


In heavy traffic, on short trips, and for other low-speed 
driving, most large engines use only a small percentage 
of their power. As a result, engine temperatures remain 
so low that various products of combustion are 
deposited on the firing ends of the spark plug insu- 
lators, instead of being burned away. These deposits 
are fair conductors of electricity, and can drain off so 
much voltage up the side of the insulator that the 
spark cannot jump the gap. This causes misfiring, with 
waste of gas and loss of power. 


WHAT ABOUT CLEANING 
AND REGAPPING? 

Plugs should be cleaned and regapped after 5,000 
miles of service, especially if the car is driven under 
conditions that cause fast build-up of fouling deposits. 
If plugs have gone nearly 10,000 miles without clean- 
ing, and have a heavy deposit build-up, it is best to 
replace them with new ones. Heavy deposits cannot 
be completely removed by cleaning and can actually 
change the heat range of the plugs. 


CHAMPION SPARK PLUG 


Chilton's MOTOR AGE ®@ September 1960 








should be replaced 


10,000 miles 


we PPMP OOOO OSH OS OSES OO SEH EOE EE EEEHESEEEHHOOEEOOOEEEHS 


Regapping a plug reduces the voltage needed to 
fire it. But after several thousand miles, it is impossible 
to bring the plug back to “brand-new” condition and 
restore the clean, sharp electrode surfaces and edges 


that are necessary for efficient sparking. 


5 


Old plug (left) has rounded, uneven electrode surfaces. 
New plug (right) has sharp, clean electrode edges. 


Because of these facts, it just isn’t economical for 
a customer to pay for having 10,000-mile-old plugs 
cleaned and regapped. These plugs have done their 
duty and should be replaced with new Champions. 


REPLACE IN COMPLETE SETS 
When old plugs are replaced, the entire set should be 
replaced. Installing only two or three new plugs means 
that in another thousand miles of driving or so, other 
plugs will probably need replacement. And with this 
“bit by bit” replacement, a motorist never gets the 
full advantage of new-plug performance and economy. 
A chain is no stronger than its weakest link — and an 


engine is no “newer’ than its oldest plug. 


REPLACE AT LEAST EVERY 
10,000 MILES 
These are the basic reasons why plugs should be 
replaced at least every 10,000 miles. And always 
replace with full-firing, 5-rib Champions. Remember, 
wherever power is vital — the experts choose Champion 
spark plugs. 


COMPANY © TOLEDO 1, 
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NEW CHAMPION 
SPARK PLUGS GIVE... 


GREATER ECONOMY —A foull-firing set of new 
Champions delivers all the power from every 
drop of fuel. Regular 10,000-mile plug 
replacement generally pays for itself in gas 
savings, while giving other benefits as a bonus. 


QUICKER STARTING—The starting motor draws 
heavily on voltage and current. There may not 
always be enough left to spark old plugs with 
high voltage requirements. And the colder the 
electrodes, the more extra voltage is needed. 
This is why a car with old plugs often won't 
start in cold weather. 


MORE POWER—The lower voltage demands of 
new plugs mean they fire every time. Tests 
show the average power gain on replacing 
plugs at 10,000 miles is 24% more road 
horsepower. 


FASTER ACCELERATION—The correct gaps and 
sharp, clean electrode edges of new 
Champions reduce voltage needs to a mini- 
mum, so that even under peak demands of 
rapid acceleration, there is no power- 
wasting misfire. 


SAFER PASSING—Because full-firing new 
Champions permit maximum acceleration, 
highway passing is made safer. 


LONGER ENGINE LIFE—AMisfiring plugs permit 
unburned gas to mix with lubricating oil and 


dilute the protective film. New Champion 
spark plugs in an engine mean minimum wear. 


DEPENDABLE Ev 


SPARK PLUGS 
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aterpapede N.Y. 
or phone GLenwood 3-2700. 


Motors Corp., 


Air Compressors 


All weather units installed 
outside without 
underground piping 


Keystone Compressor Company: 
Announced are two all weather 


designed for the new type where 
air requirements are for tire in- 
flation only. These units are 
available in the '4 and % H.P. 
sizes. Among the features are 
their installation out-side build- 
ings with no underground pip- 
ing required, company states. 
Steel cabinets are available to 
protect the compressor and elec- 


air compressors. Both units were 


trical. components 





“WEATHERHEAD! W 
STEEL BRAKE LINES 






































BA-48 
Ye and 4" s 
Rack Free, a 





BA-24 
‘e" sizes j 
Rack Free (not shown) 


casy PROFIT-BUILDING way: | 


STOCK 
STEEL 
BRAKE 
LINES 
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Here’s a wall-rack assortment of 48 of the fastest moving steel 
brake lines. Each is flared and has two fittings; each is num- 
bered and includes length and diameter. And a handy wall- 
rack provides out-of-the-way storage, with no chance of lines 
falling off; the rack lip is bent upward to hold them. Twelve 
lines are 4%" size, 12 are 14”; both sizes come in five lengths 
from 12” to 60”. This assortment, known as the BA-48, and 
a companion assortment of 24 truck (5%”) lines, the BA-24, 
are available from your Weatherhead jobber’s stock. Don’t 
risk losing a job for lack of lines—order your BA-48 today. 


WEATHERHEAD the original equipment line 


THe WEST HERMEAS COMPANY :- Ft. Wayne Division 


B oe 


from the 








weather. When installed in be- 
low freezing temperatures an 


automatic thermostat turns on a 
heater to prevent freezing of the 
condensate in the check and un- 
loader valves, Heater also keevs 
the oil in the compressor from 
becoming too viscous and placing 
undue load on the motor. Write: 
Keystone Compressor Co., Ash- 
burner and Hegerman  Sts., 
Phila. 36, Pa. or phone MAyfair 
4-2900. 


Body Aligner 


John Bean: Portable body and 
frame alignment equipment for 
unitized construction as well as 
conventional is now possible 
with the new Group 1679 body 
aligner company states. Group 
1679 provides the operator with 
the versatility and power neces- 
sary to pull or push with set-ups 
inside, outside, or underneath 
the car. Tools in the group in- 
clude a 10 ton, 10” travel Porte- 
Power Jack, 12-ton hydraulic 
hand jack with 8'4” to 171%,” 
range, 4 five-ton capacity sup- 
port stands adjustable from 
14%” to 241%”, twist beam and 
hanger, centering gauges, Dia- 
mond guage and a comprehen- 
sive frame and body straight- 
ener manual. Write: Automotive 
Department, John Bean Division 
Food Machinery & Chemical 
Corp., Lansing, Michigan. 
Continued on page 102 
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OW: EVERY CAR 


YOU SEE YOU 


The Gabriel 
Load-Absorber 


You can make money hand over fist with 
the Gabriel Load-Absorber . . . and here’s 
why: 

This amazing new “load sensitive” suspen- 

sion member is the one and only load- 
supporting device that automatically compen- 
sates for heavier loads without producing an 
unpleasantly stiff ride under normal loads! 


Load-Absorbers can give any car—even a 
brand-new model, right off the assembly 
line—a far quieter, more comfortable ride! 


They can help any car owner protect his 

investment, by promoting greater car con- 
trol and safety under all road and load condi- 
tions ... and by preventing undue strain on the 
rest of the car’s suspension system! 


abriel 


ABSORBERS 
ABSORBERS 


Chilton's MOTOR AGE @ September 1960 


So don’t wait until you see a station wagon 
or pickup truck to talk Load-Absorbers. 
Give a good sales pitch to every motorist 
who drives into your place of business. Re- 
mind every motorist that Gabriel Load- 
Absorbers not only help eliminate rear-end 
sag and “bottoming,” but also give him 
greater car control and minimize dangerous 
leaning and swaying on curves. And stress 
the importance of the fact that the Load- 
Absorber is the one and only load-support- 
ing device that does not produce a “hard” 
ride under normal loads. 

So . . . go with Gabriel! Sell the complete 
line of Gabriel shock absorbers . . . and be 
sure to see your Gabriel jobber for full in- 
formation about the revolutionary new 
Gabriel Load-Absorber! 


The Gabriel Company . cieveiand 15, Ohio 








SELL! 






























































a 
, a —_s 
ee 


ea mee... 


5 tools ere 


TOP CHOICE OF TOP MECHANICS... 


100 Chilton's MOTOR AGE @ September 1960 
























































« ~ by 4 ‘oe 3 Or 
. iy Prager 3 
okt - 4 
—_— ] ie tee ‘as , = ; & 
: i. a hoy >: “ 
t at, & a ’ a ery 2.9>',¥ . ‘ £8 

i f { oe 

‘4. ¥ \ i \ 

me 


us the wousid-the- ock maintenance 
oe 

These-tools-like our B&D 

given us years of dependable service.” 


All Black & Decker tools are made to stand up under the 


daily grind, and then some. Their reliability is certain, 
their power is famous, their handling ease is exceptional. 


That’s what has made B&D a heavy favorite in the shop... 


a leader in the automotive field for 50 years. GP Saati 7 1S) 


—& Black s Decker: 


Towson 4, Maryland 
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Anti-Freeze 
Made to order for the new cars 
and the aluminum in them 


Houston Chemical Corporation: 
Peak Anti-Freeze with Rust- 
Guard is being marketed. Ac- 
cording to the manufacturer, the 
Rust Guard formula gives pro- 
tection to every metal in the 
cooling system. It is said that 
this anti-freeze will prevent rust, 
is anti-foaming and does not boil 
away. Write: Houston Chemical 
Corporation, 200 Madison Ave., 
New York 16, N.Y. 


One full-year guarantee backs the accuracy and 
built-in quality features of this first practical 
portable tune-up center. It is complete in every 
respect, and even the instruments are port- 
able—no need to look over your shoulder when 
making adjustments! This Herbrand center is 
entirely self-sufficient—has no batteries, charg- 
ers or permanent hookups—and you are, too, 
because absolutely no special schooling is 
needed to make you an expert. This center 
includes Herbrand's new HT-800 “controlled 
output” Timing Light, Coil-Condenser Tester, 


Plastic Compound 


Body Filler may be sanded, 
drilled and painted 


Ditzler Color Division of Pitts- 
burgh Plate Glass Company: An 
easily worked plastic compound 
for repairs for damaged auto- 
mobile bodies, fenders, hoods 


and roofs has been developed by 
the Ditzler Color Division of 
Pittsburgh Plate Glass Company. 
The new product, called “Ditzler 
Plastic Body Filler DX-77” can 
be used to repair dents, holes, 





THE 
HT-900 


Generator-Regulator Tester, Combination Dwell-Tach, Compression Gauge and Adaptors, Remote Starter 
Switch, plus a Vacuum and Fuel Pump Gauge. Its professional cabinet even has three drawers for ignition 
parts, starters and generators. See it—make your own test. Ask your jobber. 





HERBRAND DIVISION + THE BINGHAM-HERBRAND CORPORATION - 
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and rusted out areas in a frac- 
tion of the time required for con- 
vention methods company states. 
It consists of special resins, 
fillers and reinforcing materials. 
The compound changes from a 
soft, putty-like consistency to a 
hard, durable, waterproof and 
corrosion resistant material by 
adding a catalyst or hardener. 
Hardening may be speeded or 
slowed by varying the amount of 
setting agent used. Write: Neil 
W. Vogt, Sales Promotion Mof., 
Ditzler Color Division, Pitts- 
burgh Plate Glass Co., 8000 W. 
Chicago Ave., Detroit 4, Michi- 
gan or phone WS 38-7930. 


Cam Bearing Tool 
Minimizes losses from damaged 
bearing 


Dura-Bond Bearing Company: 
When overhauling automobile, 
truck, tractor or marine engine, 





important economics result from 
the use of this special cam bear- 
ing tool, the manufacturer 
claims. Featuring neoprene- 
covered expanding mandrels, the 
tool is also said to facilitate in- 
stallation of undersize bearings 
in all engines. Write: 3201 Ash 
Street, Palo Alto, California. 





CALENDAR OF EVENTS 


Oct. 10-12—Automotive Parts Re- 
builders Assn. annual convention, 
Conrad Hilton Hotel, Chicago. 


Oct. 15-23—National Automobile 
Show, Cobo Hall, Detroit. 


Oct. 19-22—Automotive Whole- 
salers of Texas, Rice Hotel, Houston. 


Oct. 23-25—New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City. 


Oct. 28—Nov. 2—Florida Automobile 
Dealers Assn., cruise to Montego Bay. 


Chilton's MOTOR AGE @ September 1960 








1960 New Passenger Car Registrations” 







































































































































































Cadit- | Chev- | Chrys- | De | im- | Line | Mer- | Olds- Pon- | Ram- | Stude-| Ail 
Buick lac rolet ler | Comet| Soto | Dedge| Ford | perial| coin cury |mobile | outh | tiae bler baker | Others) Total 
235 | 93 / s@| 190; 18| 244) 1206| 13| @| 135| 200| 300| 392| 361| 87| 474| avo 
a $c] Dr) 0] | dO 4 Ds edd Pee 4 dP 
| sa| bor | 44 | | 18] §8| 837| 22 2] #| 8 | ate | 105 | 134) G1} 481 | 2008 
| | 8 | | | 
oi | oe | 6225 | ter} ase| ec| ore | aers| a8| tis| oor! get | "408 | 131g | 74) saa | 2297 | 21832 
er fee) oS S| ce Sl cel that] ome a] at al eel en) Lae | ee 
en Te re Mune| 1208 | 1360 | 1088s | 430 134 | 2575 | 10777 | 104| 155 | 1061 | 11Za8 | 3774 | ae | aaig | 758 | seat | 47065 
Celene <3: ccacucsdaves Muno| “18|  eo| aaer| se| ‘tea| 43| “37a | mi | "| “ie | "23 | 244) 299) 299/ 435; 115| 289| 5279 
\6Mos.| 1121 | 12| 8207) 377| 820| 115| 1807| Go82| 75| 133| 830| 1542 | 1974 | vev7 | 2347) 643 | 2 31301 
Connecticut. ........++++- ‘June || 206 | 208 | 2996 | er} 326) 35 a2| azn) we) 20 | 2a) aie) gis oz) ea 2a3| i210 | 10085 
S Mos 1397 | 1152 | 11938 | 792) 928) 211 | 2865 | 9654) 119 | 170 | 1262| 2308 | 4820| 2698 | 41 85 | 6286 | 51 
Millbnits. .saceusscsbekes June 42| 471| 10) e) 8) ig] | 2] |) Me] 78) 70) a8] ar | ss 
june '| “60 | -74| -7or| \ae| ge] 42| 165| ‘S98 |) | [3] tae) 2m tre) 208) a7 
istri RE ‘J 4 | | | | | | | 
vecpenadanie 8s @Mos.| 325| 447| 3622| 252| 194| §4| 792| 2627 | 62) 87) 267) 749) 1482) 867) 911) 225) 1713 | 14866 
feats, «i atesade ena june | 640 | 455 | 4571 | 147 | 726 42 80 302) raz) Wise) gor | sooz| 222| 25st | 17835 
6 Mos. 3836 | 3503 | 29543 | 952| 1639| 345 | 403) 23720, 369 622 | 2052 7oes | seae | siag | 1791 | vaste | 114473 
Catt ios Seivesaraze'ees June 316 154 | 3376 86 24 463 2259, 15 "1 134 393 674 | an| uel oe| 
june| as| a0|are| ‘| ‘se| 2] “es| gar] “3| "a! ‘43 “eel “Sen| “Sas! “en| “se| “aen| “Gees 
Ris us. czars Jun 
Se oe fem) | S| atl ‘e] S$) sl ee) Sl a Bl oS] a) a) ie) el ee) se 
cossegennes J | | | | | | 
spaaaae GMos.| 477| 292| 2481| 141| 158| 49| 686| 2106| 37| 45| 204| G17| 642| 707| 1079| 235| 92 | 11038 
ii cw ccsadenlelten dune || 2961 | 963 12978) G40 | 1256 | 115 | gant) 7173 gt 121 | 981 2336 | 2493 | sagt | ars | 645 | 20a? | 4267s 
gee) it | is eee | ee] Pee] Se || | | ae || |e | | | a | 
sndvosesets June | } | | ; 
paneer ke 6 Mos.| 4919 1945 | 27038 | 1088 | 1362 | 520 ssaa | 19745 | 228) 336) 2377 | 6321 | S988 | $800 | a718 sigz | agi? | 97337 
caer. «sia pee Bos. eos | eae | 12087 | ase! ee} toe | ceap| acis| os | a2 | tist| one | omme| cet | ceos| osv | ates | 41902 
Se SS oes ‘june | 245| 97| 1823; 67| 135| 17| 388| 1303| 10; 16| 143| 290) 349| 382| 423| 98| 297| 6087 
GMos.| 192 718 | 11973 | 414) 499] 149 2247 | tooze | 78] 129) o0z| 2279 | 24eg | 2aza| anz1| 7an| 2522 | 42680 
Kentaghty....ccccscsccece June | 253 77 | 1958 48 165 21 373 | +1369 | 8 8| 162; 353 422 399 92 aan ae 
6Mos.| 1608} 520| 10918; 287| 614| 161) 1953 | 8562 57| 89 | 904| 2169| 2456 | 2396 | 2265| 550 | 37827 
paebiins «.ccsinsidaves ‘June | 272| 128| 2461) 84) ter} 19/290) t605| 12) 20 143) 42n| 368 | 5880 | 2 | 73 | 749 | 7338 
\8 Mos.) 1761) giz | 14452 | art | 671) 167 | 1704 | 11852! 92) 11 978| 2730 | 2163| 3447 | 2129 4g0e | 4829s 
ey greets (eos| gar | 262| asee| ser| 262} a4| yee| aaes| 23| a3| anv o90| seen ott| taon| ae | sae | seses 
..jJune | 369} 192) 3288| 163| 304 41| 814) 2148) 23, 21/| 181 | 425| 1059/ 561; 771| 142/ 863| 11365 
spe case eae mtn ‘er | 12792 | 124| 134| 171 | 2503 3318 | 4017 961 | 5303 | 62669 
\6 Mos.) 1987 | 1038 | 17760 | 820| 853 | 325) 3901 | 12792 | 34) 171 2603) geez | 3318) 4017 | 96 | S303 § 
Massachusetts............/June 578 | 352/| 4073| 216 | 393 64) 1215 | 3409 | 38 | 6905 
\6 Mos.) 3248 | 2013 | 20743 | 1281 | 1352) a9 | S493 | 19088 | 245 | 370 | zi42 | 4903 | 7226 | 4825 | go4e | 1458 | S240 | 90083 
enya \@rmos.| 11028 | soes | 600s | 2003 | Saez | $28 | tee | serra | son | oes | Tove | 1200 | terfe | tees | tiger | oven | gene | comees 
Minnesota..........00++. ‘June | 867 | 232 | 3629| 149| 334| 40| 919| 2822| 17| 30| 314| 715| 1108| 798| 951| 280| S47| 13122 
‘ \6 Mos.| 3154 | 1284 | 17697| 824 | 929/| 322| 3925 | 13901 128 | 192) 1792 | 4206 | 5061 | 4353 | 4460 | 1390 3263 | 66881 
Misclesingl.........ces00: ‘june | 170) 41 | 217/ 82) 70| 11) 174| 880) 4| 4 | 70 | 230 230, 181 | 48 | zig | 2mm 
SMos 1123] 318 | 6766 | 206) 252) 72 gar | saz 23) 39 420 | saad) 1383| s4t1| s7a| sae | 1608 | 22432 
RS Re \june | 446 100 | 252} §1| 812) 2469 17| 203 | 522 8 re rer) 127 | 588) 12036 
mee) | es] |] | eee) oS) | oe ee] oe S| | S| | 
oscunee Cana | June | | | | | | 
iy shennan 8 Mos. 260 | 2857| 108) 182| 54| 767 | 2540| 40| 36) 412| 671| 741| soo| 864| 243| 782| 11752 
GN is ss oenis june | 186| 82) 1725| 81| 101) 19| 421| t172/ 13 3| 140| 261) 323) 308| 373| 62| 225 | 
6 Mos.) 1035 | so4| 7839 281 | 302| 98| 1787| 6283 49| 48 1375 | 1565 | 1481 1781 389| 1138 | 26602 
Gc kisc cases June 20} 10) ere 1) tT ome) ot] S| a8] ol a! a3} | 78| 567 
6Mos. 122| 170/ 1091 | 64/ 91/ 20| 261| 1030 23/ 73| 263/ 262) 348) 372| 371| 117| 987| 5865 
New Hampehire. ......... June 97 | 26 | 2] 79| 8! 170| S| 6 6| 70, $3| 180; 102) 275| 93| 379| 2883 
6 Mos. 388, 191| 3469/ 110, 245; 38| 773| 2723| 22) 42 | 475 | 832 | 568 1237| 410| 1601| 13490 
New Jersey...........-./June | 818 | 724 | 6786 | 478 | 738 | 109 | 1951 446) 89| 95| 517 | 1176 | 2187 | 1556 | 19868 483 | 2148 
6 Mos. 5101 | 4329 | 34811 | 2953 | 2390| 992 9519 | 25771, 559| 632| 379 7417| 11793 8843 9848 | 2593 | 12100 | 142730 
New Mexico............../June 101 69 931 | 41 76 8 «16 | a: 9} 80/| 157 183 | 252 51 3165 
Mos. 460} 295| 3504) 182| 189| 41, 508) 3013; 37| 34) 355| 744| 886 826 | 271 | 1127 | 13331 
New York..............+./Jume "| 2207 | 1689 | 14978 | 1124 | 1684 267 | 4503 10a7 | 177 | 167 | 1214 | 3358 | Sed | 3512 | 4885 | 1163| 5278 | 6237 
6 Mos. 12270 | 9852 | 73058 | 6406 | S091 | 1685 | 21206 57590 1078 | 127 | 7277 | 19556 | 27622 | 19898 | 23138 | 6406 | 29184 | 322504 
North Carolina.........../June | 375 | 181 | 2867| 108| 231| 32| 434| 2281, 7| 4 4 397, 641, 858, 411| 125| 659| 9421 
6 Mos. 2860 | 992 | 16541 | 583) 831 | 202) 2480 | 18845 | 85) 114 1130| 2683 | aga | 3471 | 2654| 19 | 5397 
North Dakota............./June 81 22 | 30] s8| 8| t27| 422] 3 3; 88| 17| 146| so; 2) 31 1920 
6 Mos.| 370 | 156 | 2810) 187 178) 61) 670| 2529 / 26/ 25| 308 40) 7ea| 4oz| sez] 180| 324 | 104 
ESN dune | 1890 | 965 | 10501 | 381) 1767 | 134 | 2988 | 7e1e | 71) st | 1085 | 1878 | 2nat | 2479 | 2267 | S67 | 2169 | 30298 
6Mos.| 9798 | 4122 | 57697 | 2295 | 5349 | 1079 | 15550 | 420 | | 6603 | 12025 | 16368 | 14934 | 12356 | 3467 | 12025 | 223251 
Oktahome.......cescceees June | 251 95 | 1924/40 | 180/19 204 / 1367| 8| 12| 123 300| 305| 385 | 448 | 58 | oan | 69s 
6 Mos. 1439; 718 | 1 264} 479| 118| 1306, 8548/ 583| 94) 739| 2120, 1857| 2157| 1979| 407| 1787 | 34489 
i as inoass june | 11) 73) 120; 33) 7! 7) 82) 8| | 102| 184| 337| 255| 478, 109| 582| 4562 
6 Mos.) 149 | saa | 262) 295| 532 107 | 147 | 7138 77| 160 48 | 1484 | 2261 | 1962| 3640 | 1086 | 4397 | 
Pennsylvania............. June 1379 | 772) #9288 585) 1126 | 4 | 3613 | 6863 86 105 3902 1516 ©=- 3220 2047 | +2997 «38826 | 2549 | 38108 
6 Mos,| 7848 | 4594 | 48630 | 3544 | 3180 | 1530 | 18918 | 36107 | 867 | 632 4964 | 9348 | 17805 | 11338 | 15191 | 4575 | 13715 | 200266 
Rhode Island............. june | 68| 64| 700| 45| 83| 10| 175) 691; 6| 9| 15| 104 120 299| 47| 283, 2998 
6Mos. 436| 322| 3250| 251| 199| 68 3516 | 46) 48 | 288) Se7 | 1307 | 6i4| 1446 | 245 | 1650 | 15200, 
South Carolina........... june 152) «61 | 1380, 41| 132; 9| 293) ter) 4 7| (80| 165| 363| 232) 288| 40| 351 | 4688 
2 Geel as) ot] aes] S|) | Salt] 9] S| | og] | oe] | S| oe 
Ot , J | | 
is 6Mos. 481| 167| 2097; 114| 127| 55| 622 | 2r| g0| a7| oa7| 7os| 633| 763| 198) 486| 11118 
SE eee “June | 341 | 105| 2509, 60| 197| 34] 382) 1718 | | 11) 147 | gaz) 464} Soa | 511) 103) 454 | 8022 
june '| ome | ser | sose| zor| cat| ‘op | ige0| Sect | Go| \s8| 'son| aeer| areal izer| eae | see| sees | Sues 
ddeathecebaccevmgaul | June | 
a is) oko | ig | | | A) | | | Ok) | SR) | 
Wh cdssce aida ed {June } | 
eaaiias \6Mos.| 536 | 288 | 3063| 163| 262| 104 681) 2874| 47| 58 | 488 | 703/ 967| 967| 1106} 207| 1184 | 13668 
ES NEY eet june | 68| 28/ 483| 32| 48 ¢| 7| | 2 1; 49| 63| 172| 67/ 136; 84| 312| 2002 
\GMos 318 mig] zie) 116) 105) a4 434 | ame | 15) 16 | 208 | 238) sre) gaz) S00) 252 | ri02| asa 
Pe eS Pape eet ‘June | 182 13} 347| 60/ 671) 2508| 21| 26| 266| 492/ 1oor| 680 | 626| 208| 1386| 12628 
8 Mos.| 2466 | 1097 | 17624) 713| vov9| 374| 3473 | 15135 | 124| 198| 1507| 2827| 530| 3754| 3236| 1146| 7787| 67790 
Washington. ..........55: ‘dune | 188) 88 | 1390/ 45| 198| 24/ gaa) 1430) 7) 14) 128| 207| 378 | 348 | 623| 120| 695 | 6156 
@Mos.| 1164 | seg | 7esr| 267 | Seo 137| 1884| 8117) 87 | 119 1382 | 2168 | 2028 | soa9| 741 | 4725 | 35136 
West Virginia............jJune | 230] 75| 1606| 65 | 128 a7 | 1178) 13) 12 | 266 515/360; 385| 100 | 5860 
(6 Mos.) 1121} 996 | 6790 az) 386) 133 1467 | S248 55 | 58 173 | 1388 | 2193 | 1491 | 1591 | 471 | 1485 | 25314 
IE ice Slade june | 695| 236 | 3925| 147| 347 137 | 2ai4 | 17 | 35 | got) 748 | 960) isis) 253 614 | 15186 
\6 Mos.| 3951 | 1488 | 20246 | 842 | 1080| 300| 4880 239 sos7 | 3893 | s2ee | 9272| 1266 | 3275 3 
DR sonics eens jJune 6 | 19| 412 7| 6| 218 Z " 1 a a) 8) | S| 2] &| 2 
\6Mos.| 360; 168| 1944/ 71| 104/ 39/ 298) 1310| 23 aa2| 575| 447| 585| 142| 561| 7270 
WAMRIS aia ss sucrdaveps June, 1980) 22096 | 11966 161204 | oaz7 | 17583 | 2084 | 36x77 117685 | 230 | 1493 1483 13018 | 28960 | 43652 | 35288 | 41158 | 9608 | 44255 | Sesee4 
Ae hieabagtey abt June, 1969) 21325 | 11878 |146009 | 6474} ... | 4327 | 18421 ‘osm | | 1480 | Yast0 | 34575 | 40542 | 37604 | 3644s | 12175 | 61867 | Sasea2 
Total.............-6 Months, 1960] 138437 | 76488 |887671 | 41089 | 66216 | 14795 |193312 (728696 | 8291 | 11804 | 81702 |178254 23040 207911 [219232 | 59013 276229 |s411169 
Weis goscesen 6 Months, 1969|134983 | 75943 |757050 | 31973 |... | 23051 | 72685 |735179 | are | 15037 | 76962 |194882 |195785 201061 176840 | 68571 318782 |3087810 











* Compiled from official state records. Data property of R.L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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RECORD DU PONT AD CAMPAIGN 





NEVER DOAIN ANTY-FRELZE 4 STR 
> 


IN NEWSPAPERS 


The greatest advertising campaign ever used to launch a 
Du Pont consumer product will tell your customers re- 
peatedly of the benefits of buying ‘“Telar’’ Never Drain 
Anti-freeze and Summer Coolant. This unprecedented 
advertising program will create a demand that, coupled 
with your own selling efforts, will produce anti-freeze 
sales never before possible. 


6 WEEKS OF NEWSPAPER ADVERTISING in major dailies in 
your area will feature three ads a week for ‘“Telar’’. Copy 
stresses the exclusive benefits of ““Telar’’, and dramatic 
layouts command attention. 
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IN MAGAZINES 





IN RADIO 


10 FULL PAGES OF MAGAZINE ADVERTISING will keep the 
story of ‘“Telar’’ before the greatest magazine audience in 
the nation—the readers of Life, The Saturday Evening 
Post and Reader’s Digest, Mechanix Illustrated, Motor 
Trend, Hot Rod and Motor Life. 

DRAMATIC OUTDOOR BILLBOARDS will keep the name ‘‘Telar”’ 
before the eyes of the motoring public. 

RADIO WILL REACH CAR OWNERS on their way to work. The 
commercials are timed for the morning and evening hours 
when radio audiences are at their peak. 

PUBLICITY will feature this fall a new and glamorous Miss 
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at last 


Telar= 


ANTI-FREEZE & SUMMER COOLANT é 


IN OUTDOOR 


Anti-freeze, who will exert her proven appeal to spread the 
word that it’s time to buy Du Pont ‘“Telar’’. 

COMPLETE POINT-OF-SALE MATERIAL — acetate banner, win- 
dow streamers, large window posters, price bullet—will 
be provided free so you can tie your sales effort into the 
rest of the advertising for ‘“Telar’’. This display material 
will help remind motorists that you sell and install ““Telar’’. 


BETTER THINGS FOR BETTER LIVING 
. « « THROUGH CHEMISTRY 
. 


¢. U. 5. Pat. ort 


YOU MAKE $1.65 PROFIT ON EVERY GALLON! 
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IN. PUBLICITY 


antifreeze & summer coolant 





NEVER DRAIN 
ANTI-FREEZE AND 
SUMMER COOLANT 


IN POINT-OF-SALE 





And this is only 
the half of it... 
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RECORD DU PONT AD CAMPAIGN 

















IN ELEVEN (COUNT ’EM-11) 


Yes, 11 top TV shows will be selling ‘““Telar”’ 

for you. They’ll be hammering home the 

exclusive advantages of ‘“Telar’’—that it 

never needs draining in a properly operat- 

ing cooling system, that it’s a summer cool- 

ant and that it contains patented Color 

7 And this is only Check. 

: The commercials use lively animation, 

the half of it... feature a sprightly jingle and are highly 
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TOP TELEVISION NETWORK SHOWS 


entertaining, and they are loaded with sell. 
The shows are the finest entertainment in 
television: Riverboat, Thriller, Outlaws, 
Michael Shayne on NBC; Sugarfoot, 
Bronco, The Islanders, Adventures in Para- 
dise, Naked City, Roaring Twenties on 
ABC. And The Du Pont Show of the 
Month will carry a 3-minute ““Telar’’ com- 
mercial on CBS in September. 
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Never before have you had so great a 
product as “Telar’’ to sell. Never before 
have you had such great support to help 
you sell. So sell it—and the biggest profit 
in anti-freeze will be yours for keeps! 


BETTER THINGS FOR BETTER LIVING GU POND 
. THROUGH CHEMISTRY 


eee mat ort 


vou | MAKE $1.65 PROFIT 
ON EVERY GALLON! 


NEVER DRAIN 
ANTI-FREEZE AND 
SUMMER COOLANT 
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Anyone who can’t make money on 
this shock absorber deal... ought to 


You can sell more new “Superide” shock absorbers! 


You can make more on every one you sell! 





You buy new Superides for less than you pay for most 
other well-known shock absorber brands . . . yet you 
still make your full gross profit when you sell them. 
And check these profit-building Superide sales features: 


e A “ONE-PRICE” LINE—One price for all Superides, 
front or rear, for all American cars. You quote prices 
quickly, promote one price for all shocks. 


« BROAD COVERAGE WITH SMALL INVENTORY— 
Just 8 pairs cover approximately 53% of the cars on 
the road . . . 16 pairs cover 78%! 


. . . and Superide gives you a simplified, three-digit 
numbering system, neat, attractive, well-marked pack- 
ages, a sales-building 90-Day Money Back Free Trial, 
all the merchandising help you need to cash in big! 


These merchandising helps mean you cash in 
with new Superide shock absorbers! 


STOCKING CART—Contains entire dealer |! 
shock supply, saves shelf space, while open | 
| side offers maximum visibility. Handy writ- | 
ing surface on top, shock replacement tools, 
| old and new demonstrator shocks inside. 
| All-metal, rolls wherever needed on rubber 
| tires... a real “traveling salesman”! , 
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NEW SUPERIDE SERVICE TOOL—Makes it 
| @asy to remove and replace bayonet type 
} $hocks, even with close clearances. 







IDENTIFICATION DECAL AND COLORFUL 
DISPLAY MATERIAL—Builds shock sales 
indoors and out! 
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UNITED MOTORS SYSTEM 
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| A minimum investment stocks you to 
by Delco E handle most of your potential market. Get the 


whole story on Superide from your United 
sets ; : * saarte SOR Motors Service Supplier fast! 














Count on 


PEAK the sell 











PEA 


the permanent 


ANTI-FREEZE 


with Rust-Guard 











where it does you 
the most good! 





The PEAK billboard that so many 
tens of thousands of motorists saw last 
year will be on the highway again this 
year. All told, the board will appear in 
over 3000 locations in 171 different 
major market areas. In other impor- 
tant metropolitan areas, PEAK will 
be advertised on the outside of hun- 
dreds of buses. 

Add to this a whale of a kit of point- 
of-sale business boosters — the kind 
you’ve come to expect from the PEAK 
gang. The net of it all: advertising 
and selling where it does you the most 
good! 

There are other reasons PEAK is 
the anti-freeze to do business with— 
to do more business with. PEAK con- 
tains the exclusive RUST-GUARD 
formula that gives unsurpassed pro- 
tection from rust and corrosion to 
every metal in the cooling system. It’s 
made to order for the new cars and 
the aluminum in them. We don’t know 
of any new cooling system fluid that 
gives more protection or better pro- 
tection. 

PEAK is the years-ahead anti- 
freeze that still sells for just $3.25 per 
gallon installed. And when you sell 
PEAK, you profit from extra service 
business at installation time, and again 
at drain-out time. You get repeat busi- 
ness year after year. Certainly one 
reason customers come back for 
PEAK, season after season, is the ex- 
cellent, professional pre-winter service 
you give them. You and your cus- 
tomers are way ahead with the years- 
ahead anti-freeze. That’s PEAK with 
RUST-GUARD — PEAK 
and no other! . 

AND NOR'WAY 
ANTI-FREEZE 
ae products of 


HOUSTON CHEMICAL CORPORATION 
200 MADISON AVENUE, NEW YORK 16, N.Y. 





ALL 40 HANSON MODELS Are Top Quality, 
Fully Guaranteed and Come Complete with Instructions 








Motor Analyzing Set $3289 
Other Sets from $2324 


HAN 








Mote 
Quality 


...because Hanson's 
efficient production 
methods allow more 
money for precision 
components and fin- 
est materials. 


SON Testers Give You 





More 


Performance 


... because the basic 
design of many 
Hanson Units like 
the Model 18 Dwell- ' 1 Ge 
Tach combines 2 in- brent tee 


struments in 1. 





Compression Tester with 


Remote Starter Switch 


$1695 










Lime 


$465 cacy 





Merchandising & Tune-up. . . Continued from page 49 


thought of what makes their en- 
gines tick. Only after they are stuck 
on the road do they realize their 
mistake in neglecting to “take care 
of that repair someday.” By prac- 
ticing preventive maintenance they 
could have avoided trouble and de- 
lay. Motorists will usually ask for 
only the minimum of service when 
they pull into a garage. Any work 
in excess of the minimum must be 
recommended by you, Mr. Service- 
man. Recommendation for repair 
work is not enough in many cases. 
The motorist has to be “sold” on 
the immediate necessity for repair 
work. Sell him on having the job 
done as soon as possible. Point out 
the danger of a breakdown or an 
accident if the repair or 
ment is not done. 
Whenever you can, always pull 
the wheels and inspect all brake lin- 
ings’ on each car. If linings are 
worn, sell the customer new brake 
linings. Also sell him on the idea of 
stopping in regularly to have his 
brakes adjusted. This will give you 
the opportunity to check the condi- 
tion of other parts of the car and 


replace- 


112 


will lead to extra sales and services. 
Ask to check the front end steering, 
especially if tires are showing un- 
usual wear. Point out to the motor- 
ist the wisdom of rotating the tires 
to insure even wear and prolong 
tire life. Usually when an obvious 
defect is pointed out to a customer 
he will consent to a further check 
and agree to repairs to remedy the 
situation. Pushing alignment serv- 
ices at your garage will pay off in 
increased business and profit vol- 
ume. 

Offering tune-up service is an 
excellent way to increase work vol- 
ume. If you have the proper equip- 
ment you can guickly check and 
tune-up your customer’s car. Tune- 
ups also lead to overhaul jobs which 
mean big profits to you. Burned out 
overheating and excessive 
oil and gas eaters are indications 
for the need of an engine overhaul. 
Point out to the customer the wis- 
dom of doing an overhaul now, 
rather than putting off needed work 
and burning excessive amounts of 
oil and gas. In the long run your 


valves, 














customer will save on his money. 

Sell customers on the need for 
wiper motor and blade repairs or 
replacement if the condition indi- 
cated it. Also keep an eye and ear 
peeled for muffler troubles when a 
car pulls in for service. Warn the 
motorist about the dangers of car- 
bon monoxide fumes seeping into 
the car from a cracked or faulty 
muffler or tail pipe. This will usually 
get you the OK to install a new 
muffler and tail pipe. 

Keep attractive merchandising 
and point-of-purchase items nearby 
to stimulate impulse buying on the 
part of the customer. Making it 
easy for customers to pick up an 
item and promoting self-service is 
smart and modern merchandising. 
Your sales of TBA items, will sky- 
rocket if you merchandise them 
properly. 

Suppose every motorist were to 
spend just ten or twenty dollars 
more per year on automotive items 
and service. If he were to have his 
air, gas and oil filters changed regu- 
larly and wheels checked before 
excessive tire wear occurred, and if 
he had new slipcovers installed be- 

Continued top of next page 
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fore upholstery wears thru, and if 
his serviceman were to make recom- 
mendations when they were neces- 
sary, the automotive service indus- 
try’s cash register would bulge with 
hundreds of millions of additional 
dollars annually. 

How to get this additional busi- 
ness? It is really quite simple. Just 
ask for it! Certainly, most car 
owners won’t ask to be sold. But 
they can be sold if they are asked. 
As we stated before, service, parts 
and accessories don’t normally enter 
the motorist’s mind as something 
he should buy or have fixed now. 
Not, unless he’s in trouble. The 
service station or garage has many 
opportunities to sell needed services 
to his customers. 

A good way to get the customer 
interested is to show him the need 
for the service, parts or accessories. 
Often this is self-evident, once he 
is reminded of it. Once you have 
created the need for service your 
next step is to create the desire for 
your prospect to buy your product 
or service. Show him its advantages 

Continued on page 130 


Readers’ Clearing House. .. . . continued from page 75 


1946 Reo 1% Ton Truck 
Has Engine Trouble 


Here is my problem. I have a 
1946 Reo 11/, ton truck that 
I can’t make hit on one and two 
cylinders. I have checked the 
spark plugs, changed the distrib- 
utor cap and checked the high 
tension wires. Compression is 
within five lbs. of the other four, 
in fact higher. Changed head gas- 
ket and checked valves and 
clearance. I inspected manifolds 
and changed them. I installed 
new points, condenser and coil. 
Also checked cam followers. In- 
spected valve springs, cleaned 
carburetor, then changed carbu- 
retor. Tested fuel pump and 
checked all fuel lines. We in- 
stalled new rings also. With the 
new rings we raised the compres- 
sion to 100 lbs. which is about 
ten lbs. higher than before in- 
stallation. One thing we notice is 


with the motor set at a fast idle, 
any four spark plug wires can be 
removed and the motor will re- 
main running. 
Arthur Holland 
Holland Motor Service 
Beach, N. Dak. 


| Spree your detailed descrip- 

tion on how this engine acts, 
it appears to me that the trouble 
could be due to worn cam lobes. 
I would suggest checking the 
cam lifts by using a dial indica- 
tor. I have seen similar cases and 
the trouble was eliminated by re- 
placing the camshaft. Also there 
is the possibility of a _ leak- 
ing intake manifold or if truck 
is equipped with a vacuum 
booster pump it should be dis- 
connected while testing the en- 
gine. 





If it’s such a small world why is 
it taking so much of our taxes to run 
it? 















See Your S UNITS 


ppt ons 
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Write for 
Literature. 
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hy HARVEY E. HANSON CO. 
Lake Blvd. & Commercial St., Paw Paw, Michigan 


for Your 


Complete 
' Motor 


Tester 











— 







DWELL-TACH TESTER. Mechanic's Price less battery... . 
TESTER. Mechanic's Price less battery . 


-CONL 
AMP-VOLT-OHM TESTER. Mechanic's Price less battery . 
Complete Motor Analyser on mobile one All four alti easily 
removed for portable testing. Never lore so 
much valve at this low price.........+--+0++ $25295 











TESTER. Mechanic's Price . 








@& FREE! FREE! FREEL 
| HARVEY E. HANSON CO., PAW PAW, MICH., Dept. MAP | 
| Send free literature on basic auto testing equipment | 
Name nated x | 
Address eal + da julmatddipstial 7 
City See yee ea Lebdenineg 
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Don’t strike out on 


your parts order...make 


ONE CALL 
THATS ALL 


for Genuine Ford Parts 


A Supermarket of Super-Quality Parts is as 
near as your phone when you give “One Call 
That’s All” to your Ford Dealer. 

Waiting for your order are Super-Quality 
Genuine Ford Parts for Ford cars and trucks 

. and Super-Quality Universal Parts for 
mixed fleets! 

You'll never have to “shop” for hard-to-find 
parts, either, for your Ford Dealer is stocked 
in depth to ensure minimum downtime for your 
cars and trucks, and no “shopping”’ time at all. 

And you know that Genuine Ford Parts are 
made right, to fit right, to last longer by the 
people who build and know Fords. 

Try “One Call That’s All” to your Ford 
Dealer today . . . and start playing it safe! 
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Pontiac Tempest. ° © © © © & «© « « Continued from page 36 


cussed for many years. Now Pontiac 
is the first to employ this configu- 
ration in conjunction with a front 
mounted engine. 

The front suspension is of com- 
pression strut configuration. It has 
an A-frame upper control arm and a 
cantilever lower control arm with 
compression strut. Rubber bushed 
mounting shafts are employed. The 
strut is mounted at the rear with 
rubber bushings. The inner end is 


threaded to permit adjustments of 
castor angle by varying the length 
of the strut. Front coil springs and 
shock absorbers are seated on the 
lower control arm, the tops of the 
springs being seated against 
rubber. 

Half-ball joints with phenolic 
resin seats and anti-dive geometry 
also are employed. Front wheel 
bearings are of tapered roller bear- 
ing type. 








— MU-600 MERCHANDISER _ 


ie / ‘iail stock often of 
a/ fast-moving Stant Cons" 


There’s even more need now when every service station 
and dealer is checking cooling systems and pressure caps 
with a Stant Tester to make sure vehicles are ready 


for winter operation. 


= ee 
ae. BI 


check it every time he calls. 





Complete 
Line 


Single - source 
for gas caps, 
locking gas 
caps, oil filles 
and pressure 
caps. 


needs now! 











< 
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When caps prove defective, show 
and sell Stant’s new Lev-R-Vent Safety Type Radiator 
Pressure Cap. Save your customer and yourself from 

fear of scalding when the radiator boils. Don’t 

get caught short! Get a Stant MU-600 Wall 
Merchandiser. Have your jobber salesman 

Get ready 

for winterizing cap 


STANT MANUFACTURING CO., INC. 
Connersville, Indiana 


Standard of the industry and 
a equipment for a generation 


oo” 








Perhaps the major interest cen- 
ters about the swinging transaxle 
and rear suspension. In this con- 
figuration, the unitized body has a 
cross-member attached at four 
points. The transaxle assembly is 
then attached to a support saddle 
mounted in rubber on this cross 
member. The entire mass of the 
transaxle becomes part of the 
sprung mass of the car. The drive 
to the wheels is by means of short 
axle shafts with a universal joint 
on each side of the differential. 

Special attention must be given 
to the geometry of an independent 
rear suspension. Wheel camber, for 
one thing, changes as the suspen- 
sion moves up or down. Since the 
outside wheels carry the greatest 
load in a turn, camber character- 
istics aim to produce desirable un- 
dersteer effect. This is done by re- 
ducing the camber on the outside 
wheel. 

The Tempest offers two types of 
drive: The standard synchromesh 
transmission and an optional auto- 
matic transmission. Because of the 
transaxle arrangement, the manual 
shift transmission is both compact 
and light. Too, its attachment to the 
differential carrier makes it practi- 
cal for both transmission and axle 
to share the same lubricant. The 
manual gear shift lever is of floor- 
type (straight stick). 

When it comes to the automatic 
transmission, Pontiac claims the 
distinction of having the first 
torque converter transmission em- 
ploying the split torque principle. 
This is a lightweight, air-cooled, 
three element torque converter, 
two-speed planetary transmission. 





[USED SPACE SHIPS | 
Hl 


. And it was used only on week- 
end trips to the moon!" 
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since 1956. . . 
car factories have created a 


multi-million * 

ani market 
"E” Series HRC* 
Wheel Cylinder Cups 
with Lepanders and Springs 


Since 1956, more than *19 million of America’s finest cars — including 
Cadillac and Imperial — have come off the assembly lines with expander- 
type cups in every wheel cylinder! And, since 1956, EIS “E” Series CUPS 
WITH EXPANDERS AND SPRINGS have been consistently used as the perfect 
replacement! That is also why EIS builds “E” Series CUPS WITH EXPANDERS 
AND SPRINGS in every EIS Wheel Cylinder! 


Make sure you get your share of this multi-million brake job market by 
specifying and using EIS “E” Series +HRC CUPS WITH EXPANDERS AND 
SPRINGS . . . in Assortments . . . in Repair Kits or in Standard Ten-Paks! 
Of course, EIS makes them in all sizes for every wheel cylinder job. 


THRO — HEAT-RESISTING-COMPOUND (Also operates efficiently at —40° F. 


ene eG NEW HYDRAULIC BRAKE PARTS 
. AND BRAKE CABLE CATALOGS 
Eohs ARE JUST OFF THE PRESS! 












Make sure you get your copies! 
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Chrysler Engineering. eeeeee e Continued from page 46 


compression ratio of 10 to 1, and 
two, four-barrel carburetors. 

The Dart V-8 318-cu. in. engine, 
with 9 to 1 compression ratio, and 
two barrel carburetor is standard 
equipment, uses regular fuel. The 
four-barrel carburetor version is 
available as an option, with 9 to 1 
compression ratio. Optional too is 
the 361-cu. in. V-8 with compression 
ratio of 9 to 1 and four barrel car- 
buretor, operating on regular fuel. 





In addition, the 383-cu. in. ram in- 
duction V-8 is available as an op- 
tion, fitted with two, four-barrel 
carburetors. This engine carries a 
dual exhaust system, special cam- 
shaft, and valve spring dampers. 

Chrysler—the Newport 361-cu. 
in. engine is rated 265-Bhp «@ 4400 
rpm, torque 380-lb. ft. @ 2400 rpm. 
The 413-cu. in. engines have the 
same rating as last year. 


Dodge—V-8 engines only. 361- 





eoeeee eee nae. 


HAPPY * 
ENDING 
FOR EVERY 
REPAIR 
JOB é 
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CHECK-UP 


individually Boxed. 
Every Motor Mount 
packed in Illustrated 
Cartons and piainly 
marked with full 
identification data. 


Nothing makes a motorist happier 
than the feeling you did a complete job. 
He wants his car working perfectly. 


That’s why it always pays to check 
motor mounts on every motor repair or 
transmission job. It takes but a 
few minutes. Replace old or oil soaked 


mounts and send the motorist 


home smiling with a smoother, 


Call your favorite 
jobber. He stocks 
a complete line of 
Armor-Flex Motor 
Mounts for all popu- 
lar makes and models. 


better performing car. 


MANUFACTURING 


1725 London Road « Cleveland 12, Ohio 


A DIVISION OF ANCHOR INDUSTRIES, INC. 
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cu. in. with 9 to 1 compression ratio, 
two barrel carburetor, regular fuel 
—standard; and two optional prem- 
ium fuel V-8’s: 383-cu. in. with 10 
to 1 compression ratio, four barrel 
carburetor; 383-cu. in. Ram induc- 
tion on Polars. 

DeSoto—Offers just one standard 
engine—361l-cu. in. V-8 with 9 to 1 
compression ratio, regular fuel, 
two-barrel carburetor. 

Chrysler—The Newport series 
has the 36l-cu. in. V-8 standard. 
Windsor is fitted with the 383-cu. in. 
engine with 10 to 1 compression 
ratio; Imperial and New Yorker 
have the 413-cu. in. engine with 10 
to 1 compression ratio. The Chrysler 
300 G has the 413-cu. in. ram in- 
duction engine. 


Chassis Details Listed 


A heavy duty manual trans- 
mission is offered as_ standard 
equipment on high performance 
Fury V-8’s, and Dodge 361-cu. in. 
and 383-cu. in. V-8’s as well as in 
heavy-duty taxi packages. It fea- 
tures all-helical gears, synchronized 
in second and high, with the follow- 
ing ratios: 2.55, low; 1.49, second; 
3.34, reverse. Involute splines on the 
mainshaft reduce gear back-lash. 
Cast iron is employed for the trans- 
mission case, clutch housing, and 
extension. On the Plymouth Ram 
Induction engine, and Dodge 383- 
cu. in, engine, the clutch is 11-in. 
On the other engines, the standard 
clutch is 101%-in. 

This transmission also is stand- 
ard on DeSoto, and Chrysler New- 
port and Windsor models. A feature 
of the manual transmission is the 
use of the straight stick shift lever. 

The manual transmission for six- 
cylinder engines has new gear 
ratios of 2.71 and 1.83 to improve 
break-away acceleration. 

A light weight manual trans- 
mission for use with the 318-cu. in. 
engine on the Plymouth and Dart 
has a one-piece cast iron case, 
blocker-ring synchronizers, and 
short stiff shafts. Gear ratios are 
2.12 low, 1.43 second, 2.73 reverse. 

In the suspension system both 
six-cylinder Plymouths and Dodge 
Darts have five rear spring leaves 
(four last year). In addition, the 
Oriflow shock absorbers have been 
redesigned for quieter operation. 

Continued top of next page 
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The seat of the base valve is nar- 
rower and grooves more shallow to 
reduce the hydraulic forces re- 
quired for valve opening. 

Plymouth, Dodge, Dodge Dart, 
DeSoto, and Chrysler manual steer- 
ing now has a fabric-reinforced 
rubber coupling between the steer- 
ing gear and shaft to serve as a 
universal joint, accomodating for 
variations in alignment. In addition 
to the needle-bearing cross shaft 
used last year, the manual gear has 
needle thrust bearings on both ends 
of the cross shaft roller. 

The power steering pump on 361- 
and 383-cu.in. engines has a self- 
tightening drive which increases 
belt tension as pump drive torque 
increases. The pump pivots freely 
on the mounting bracket in such 
fashion that when the engine is 
stopped, only the weight of the 
pump pulls against the belt. Since 
a high initial belt tension is no 
longer necessary bearing loads are 
decreased and belt 
ened. 

Last Year’s Pattern 

Following last year’s pattern, 
Chrysler has three basic automatic 
drives available — PowerFlight 
(V-8), TorqueFlight (Six), and 
TorqueFlight (V-8), TorqueFlight 
(Six), and TorqueFlight (V-8). 
Manual transmissions are standard 
equipment on all models, except Im- 
perial. 

Valiant and Lancer, as well as 
Dart Six and Plymouth six-cylinder 
models, offer the light-weight 
TorqueFlight as optional equip- 
ment. For the V-8 models in the 
Plymouth line, there is an option 
of the PowerFlight (V-8), and 
TorqueFlight (V-8). Dodge offers 
TorqueFlight (V-8) on all V-8 
models; PowerF light and all V-8’s, 
except the Ram Induction engine 
model. TorqueFlight is standard, 
however, on cars specified with 318- 
cu. in. V-8 equipped with Power 
Pak. DeSoto too offers automatic 
drive as optional equipment. 

On the Chrysler division line, 
TorqueFlight is standard on the 
New Yorker and Imperial; optional 
on Newport and Windsor. 

We are also able to supply some 
additional details on the Dodge 
Polara. According to Dodge, this 
series is offered as a luxury car at 
a moderate price. All Polara station 
wagons have four doors and hard- 
top styling. 


life is length- 
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Undercoating. ....... 


dercoating are many. Undercoating 
quiets underbody squeaks and 
rattles. It muffles road rumble and 
body vibration and absorbs motor 
noise and heat. Undercoating keeps 
bolts and fittings tight. It protects 
underbody parts from flying rocks, 
gravel, moisture and corrosive road 
Also prevents rusting and 
corrosion, insulates against heat 
and cold and seals out dust, drafts 
and poisonous exhaust fumes. 


salts. 


e « « « « « Continued from page 53 


All undercoating compounds cer- 
tified by the AUMA provide maxi- 
mum corrosion and abrasion pro- 
tection, insulation and sound dead- 
ening qualities. If car underbodies 
are adequately protected with a 
quality undercoating, abrasion and 
corrosion will not occur. 

Many of these undercoating ad- 
vantages are well known. However 
one area not commonly thought of 

Continued on page 120 
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SETS DISTRIBUTOR POINTS IN- THE TIME 


accurately and uniformly \\ 


You can be forever through with rotating engines and removing 
distributors to set points—with the new Herbrand ‘Snap Gap”. It 
covers practically all American cars and gives accurate, fast, uniform 
settings. The time-saving “Snap Gap” has micro-precision rings that 
slip over the cam, putting the points at their widest gap, regardless 
of cam position! Special feeler gauges and adapters automatically set 


the correct final gap. Dual breaker points can be set almost as fast as 


ribald lols 


singles, too! 


Use gauge and 
adapter to set. 


ASK YOUR 
JOBBER 


HERBRAND DIVISION « THE BINGHAM-HERBRAND CORPORATION + FREMONT, OHIO 
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and where undercoating proves val- 
uable is in sealing out dust and 
fumes which can penetrate through 
small openings on the car 
body. Undercoating is used pri- 
marily for this reason in hot dry 
climates where corrosion is not a 
problem. 


under- 


Another area where undercoating 
proves valuable is as a thermal in- 
sulation barrier to keep heat and/or 
cold from penetrating into the car 


through the underbody. This again 
becomes important in hot climates 
to eliminate heat radiation from the 
pavement into the car. It helps keep 
in cool air in air conditioned auto- 
mobiles. In fact, in some _ hot 
areas of the U.S. the entire body 
of air conditioned automobiles are 
coated on the inside with quality 
undercoating material to reduce 
heat transfer and cold air loss. 
All of these combine to increase 
the trade-in value of an automobile. 








New Literature 


Gasket Catalog 


Lists gaskets for original 
equipment and replacement 
Sterling Automotive Manufac- 
turing Co.: A new, 40-page, com- 
plete-line catalog has been pub- 
lished. The new catalog lists 1200 
gaskets for original equipment 
and standard replacement. The 
complete-line listing includes en- 
gine, transmission, differential, 
and rear-axle gaskets for cars, 
tractors, buses, and_ trucks. 
Write: Stamco Catalog 59e, Ster- 
ling Automotive Mfrs. Co., 
Centex Industrial Park, Elk 

Grove, Ill. 





& 


Product 


Heavy-Duty-Ignition 
S always score hight | 


BES hr ES alley” features that =... .. ee 
make TUNGSTEN TUNE-UP KITS the king-pinin ... © | 
profitable ignition work ... with room to spare: —— is 


e All parts are engineered for heavy-duty 
and for the car they fit! 

e Each Kit contains the parts you need; VEN- 
TILATED, PRE-SET CONTACT POINTS, 
CONDENSER, ROTOR AND FEELER GAUGE! 

© No hunting for individual packages . . . no 
time priate looking through catalogs! 

aging enables you to see ALL 
the reiged ... at a glance! 

| @ Installation instructions that anyone can 








“Go on, tell me again how you 
told that mechanic where to get 
off.” 











Muffler Installation Guide 


Contains short-cuts on exhaust 
system installations 





Merit Muffler: A 24-page manual 
pointing out short-cuts to profit- 
able muffler and pipe installa- 
tions is now available. The Muf- 
fler Installation Guide, which is 
illustrated and in color, contains 
information on general installa- 
tion tips, the use of common and 
specialty installation tools and 






i y are included in each Kit! 
a7 on FREE metal display 


; cen eal ae peciee Vt oe 


racks 





the various lifts and jacks used 
by garagemen and service sta- 


rack holds! tion operators. It also contains 
more than 100 photographs. 
Write for catalog suede Write: Merit Muffler, 619 Smith 


b _ TUNGSTEN CONTACT MANUFACTURING co., INC., 
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St., Toledo 1, Ohio. 
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You buy one rack— 
Victor keeps it current year after year 


Here’s a brand-new idea to help you get more cooling system service 
business. This combination storage-display rack will keep your Victor 
water outlet gasket assortment always up to date. 

The secret of this new rack is a renewable backboard printed with 
numerical identification and outline of gaskets in Victor’s latest as- 
sortment. Victor keeps your rack current to cover the latest models 
by supplying you with a new ‘backboard year after year. No need to 
buy a new rack each year; you'll just change the backboard—and it’s 
ree! 

The Victor water outlet gasket assortment is carefully selected to 
cover ‘90% of the cars on the road.”’ With this rack and this assort- 
ment, you'll always have the right gasket to help build more cooling 
system business. 

Order now from your Victor Jobber by these numbers: No. JV147D 
for the rack; No. JV137J for the gasket assortment. 

Victor Mfg. & Gasket Co., P.O. Box 1333, Chicago 90, Ill. Canadian 
Plant: St. Thomas, Ont. 


EW RACK IDEA 





helps you 
give hetter 


COOLING 
SYSTEM 
SERVICE 





The big gasket assortment for this rack 
—No. JV137J—gives you 24 different 
numbers (260 gaskets total) for water 
outlets, thermostat housings, thermostats 
and water bypasses, covering all cur- 
rent makes and models, including 1960's. 
For smaller shops, assortment No. 
JV138G gives you only the gaskets for 
the most popular cars—12 numbers, 
120 pieces total. 


WiCcTronR 


Sealing Products Exclusively 


GASKETS «- OIL SEALS 


PACKINGS 


The 100% Coverage Line ...ftor Cars, Trucks, Tractors, Stationary Engines 
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“85% of my calls come in through 
the Yellow Pages!” 








says Merle L. Hoyt, owner, Like-Nu Auto Paint Works, Dallas, Texas 





Display ad (shown reduced) runs 
under AUTOMOBILE PAINTING. Call 
the Yellow Pages man at your Bell 
Telephone office for assistance in 
planning your business-building 
program. 


“Most of our business comes in by phone, and I fig- “The quality look of our Yellow Pages display ad 
ure our Yellow Pages advertising pulls 85% of it!” gives people a good impression, makes them call us!” 


Bi: 


“We advertise under five different head- “60% of all our ad money goes into the Yellow 
ings so we won’t miss any business!” Pages — and, believe me, it’s worth every cent!” 


> Display this emblem. It builds your business! 
Chilton's MOTOR AGE @ September 1960 
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type are inhibited with special 
chemicals to help prevent this rust 
and corrosion from taking its 
deadly toll upon the cooling system 
components. Glycol alone does not 
meet the anti-corrosion require- 
ments of the modern multi-metal 
constructed automobile engine. 
Glycol, an organic compound, will 
deteriorate in a cooling system un- 
less supported and protected by 
adequate inhibitors. 

The inhibitors make a big differ- 
ence—along with the special fea- 
tures that each manufacturer 
builds into his coolants. 


Pre-fill Service: 

The following are some special 
profit makers to sell your customers 
during the pre-fill service. First, 
the system must be cleaned of all 
rust and scale, flushing with a com- 
mercial cleaning solution is a 
MUST. Make sure that the system 
is fully flushed and that the 
“sweetner” or “neutralizer” has had 
adequate time to do its job. 


Remember, acid in the system 
can defeat the purpose of the in- 
hibitor. It would be advisable to 
remove the radiator for cleaning 
and repairs on older model cars. 
Check the thermostats for proper 
range according to the type of 
coolant used. Replace thermostat 
if inoperative. Always use a new 
thermostat housing gasket. Re- 
place fan belts, replace heater 
hose, radiator top and _ bottom 
hoses. 

Don’t 
clamps 


forget to use new hose 
where needed and use a 
suitable brush-on sealer when in- 
stalling hoses. Replace the water 
pump if wear is evident. Check the 
fan blades for bends or cracks. 
Clean out the radiator matrix of 
insects and leaves with air pressure. 
Test pressure type radiator caps 
and replace if defective. 

Torque cylinder head nuts or 
bolts and pressure test cooling sys- 
tem. Then as a final check before 
draining the water prior to instal- 
line the coolants; test for entrance 





HANKS SERVICE 


Barl€y. 


“Of course you can pay on time— 
anytime before you drive it away.” 











of combustion gases into the cooling 
system with a suitable gas detect- 
ing tool. 

After completion of the above 
procedures you and your customer 
will profit by the mutual satisfac- 
tion of having done a good job. 





An optimist may be wrong as often 
as a pessimist but he has a lot more 
fun. 





Fitzgerald 
Gaskets 


have the 
answer! 


STEEL 
AND 
AsBEsTos 
GASKETS 


WITH 


a 


SEALABILITY 


The Fitzgerald Manufacturi: 


rorrington, Connect 
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..and the 
PVeletsie => aa we! 


for every auto lifting job 


LEE /end /ift 


Lifts all American made 
cars without adaptor. 


Territories Available. 


AUTOMOTIVE EQUIPMENT MFG. CO. 
11000 South Alameda St., Lynwood, California 








ALBERTSON & CO., INC. © SIOUX CITY, IOWA, U.S.A. 


;} 
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TRIPS TO 


for retail automotive battery dealers, 
their employees and the Willard dis- 
tributor salesmen who serve them in 
the new, different and exciting 





Winta-Charge 


1960 FALL PROMOTION 


It’s a great, new idea...the Willard Winta-Charge Promotion! 
Through coast-to-coast television, Sunday newspaper supplement and national 
magazine advertising, we are telling car owners that a battery recharge 
now can save them trouble this fall and winter. To 
bring ’em in...to have the greatest opportunity to sell new Willard Batteries 
.. Willard dealers will make a special offer! 











A rom battery recharge and this 


~\ «OFFICIAL Wilson 
% Le FOOTBALL 


$3.95) 


autographed by Frank Gifford 






50 
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THE ROSE BOWL 


NATION-WIDE TELEVISION in conjunction 
with NCAA Collegiate Football Game 
of the Week! 


Car owners everywhere will be told of the unusual 
Willard Winta-Charge offer on Willard Pre-Game Foot- 
ball Warmups preceding the season’s greatest collegiate 
football games, telecast over the ABC-TV Network of 
more than 200 stations. These Willard programs will 
feature Frank Gifford, star halfback of New York 
Giants, member of Wilson Football Advisory Staff, and 
Chris Schenkel, nationally known sportscaster. 


More than TWENTY-EIGHT MILLION 
printed advertisements in 

THIS WEEK, PARADE, FAMILY WEEKLY 
and SPORTS ILLUSTRATED! 


Big ads to reach consumers will appear in three Sunday 
supplement magazines, put the Willard Winta-Charge 
story before readers of 295 newspapers across the 
country. SPORTS ILLUSTRATED will carry the word to 
a large audience of sports-minded, two-or-more-car 
families. Willard advertising will have deep penetra- 
tion in the smaller city markets, as well as intensive 
coverage in metropolitan areas, 


Climaxing this spectacular event, Willard 
will send 80 HAPPY PEOPLE on a gala 


\ wily New Year’s ROSE BOWL week end! 
Ni, 


\ 


Every retail automotive battery dealer is eligible in 
the Willard Rose Bowl Contest. So are his employees 
who sell and service automotive storage batteries. 
Simply pick the scores and yardage gains of five NCAA 
Collegiate Football Games. Winners fly to and from 
Los Angeles, live at an exclusive luxury hotel, see 
Disneyland, watch the Tournament of Roses Parade, 
thrill to the exciting Rose Bowl Game. Willard dis- 
tributor salesmen named by winning dealers go along, 
too. Official entry blanks available from all Willard 
distributors. Willard Sales, The Electric Storage Battery 
Company, Cleveland 1, Ohio, 





Ask your Willard 
distributor for 
details NOW! 
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AT THE INDIANAPOLIS “500” 


Every racing car in this greatest of all auto 
races was equipped with Monro-Matics this 
year. In the past eight years, every winner rode 


to victory on Monro-Matics. Jim Rathmann, 
1960 champion, broke all “500” records with 
an average of 138.767 mph. 


OTHER WORLD FAMOUS RACES 


From Monza to the Mexican Road Race, current 
winners and record-holders of all famous inter- 
national and national races insist on Monro- 
Matic shocks for their cars. Professional drivers 
select Monro-Matics for the superior car control 
it takes to win races and for an extra measure 
of safety under the toughest driving conditions 
imaginable. 


--.and on the nation's highways. More 
and more safety-conscious motorists rely on 
Monro-Matics for the sure-footed car control 
that’s so important in today’s high-horsepower 
driving and turnpike speeds. And they appreciate 
the comfortable, smooth-as-silk ride that comes 
with Monro-Matics. Year after year Monro- 
Matics are the leader-by-far in replacement shock 
sales. Cash in on this nation-wide preference. 








AT DAYTONA BEACH 


In the “Firecracker 250” for late-model stock cars, 
Jack Smith roared to victory, averaging an as- 
tounding 145.842, in his Monro-Matic equipped 
1960 Pontiac. Second place winner “Cotton” 
Owens also rode on Monro-Matics. 


” - \ 
i . a Pa 4 
> 


-_ . 


We od | ¢ te od 7-0 


In the annual Pike’s Peak climb, Bob Unser set a 
new record of 13 minutes, 28.5 seconds in his 
Monro-Matic equipped racing car. In’ both the 
championship division and stock car division, 
other winners also chose Monro-Matics for the 
drive, one of the most grueling in all auto racing. 


Sell the national favorite. Call your Monroe jobber today. 


Advertised month after month in LIFE, THE SATURDAY EVENING POST, POPULAR 


MECHANICS, SPORTS ILLUSTRATED .. 


. and twice each day by Bill Stern on “Monroe 


Sportsreel” over more than 300 stations of the Mutual radio network. 


MONROE AUTO EQUIPMENT COMPANY, MONROE, MICH. 
World's largest maker of ride control products including SUPER LOAD-LEVELERS® 
co, MEX-PAR, Box 21863, Mexico City 


in Canada, Monroe-Acme Ltd., Toronto, Ontario © In Mexi 


La 
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MONRO-MATIC } 


SHOCK ABSORBERS 


2. 








og 
T1068 
Ken-roo.S 


HAND-FORGED FROM 
CHROME NICKEL 
ALLOY STEEL 
FOR EXTRA STRENGTH 
AND EXTRA LONG LIFE 








CC — 
T-1X 18” Straight Spoon 

€ nae ; 

ny 





T-2X 18” Curved Spoon 





18” Drop Center Tool—elimi- 
nates slipping and tube pinching 


~ 











& i 
—— 7-17 


New LifeGuard 

Tube Remover 
17” All-Purpose Tire 

T-5B Tool— famous favorite 
for all-around work 


< 


T-66 = 
Universal Hub Cap Remover for all 
cars—prevents marring—keeps cap 
from dropping—satisfaction guaranteed 


~ A 
ahi 


SEE YOUR JOBBER on the complete 
line of Job-Designed Ken-Tools. ! 
Forged by the largest exclusive manu- i 
facturer of top-quality Tire-changing 
Tools and Equipment. THE KEN- t 
TOOL MFG. CO., AKRON 5, OHIO. 


' { MOE TOOLS 


TIRE-CHANGING 
TOOLS KNOWN, USED 
AROUND THE WORLD 


T-10 a 
Bead Spreader for cas- 
ing inspection and repair 


oa zy 
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Brake Service. eeoeoeveeveeeee2e8 e Continued from page 50 


adjusted brakes, low air pressure 
in the system, or control valve de- 
livery pressure too low. Excessive 
air leakage in the brake lines or 
hoses may also cause this condition. 
Brakes Release Too Slowly: This 
condition may be caused by a weak 
control valve piston return spring 
or a restricted control valve ex- 
haust port. Also by the hydraulic 
piston binding in the cylinder. 
Brakes Do Not Apply: Could be 
due to a restricted or broken line 
or hose, a clogged or damaged con- 


| trol valve or a dented or damaged 
| air cylinder. 





Brakes Will Not Release: Check 


| for a defective control valve piston 


or hydraulic piston assembly. Check 
for a clogged vent in the master 
cylinder or a broken air piston re- 
turn spring. 

If unit needs repairs, your near- 








Fe 


“His day is made! He Outhaggled 
an insurance adjustor on a collec- 
tion job.” 











est jobber should carry a repair kit. 
These kits furnish all the necessary 
parts to put the unit back into sat- 
isfactory service. 

Disassembly of Unit: Disassem- 


| ble the unit as shown in the pic- 


tures. Then proceed by thoroughly 
cleaning all metal parts except the 
booster and control body in cleaning 
solvent. Clean rubber parts and as- 
semblies containing rubber with al- 


| cohol only. Blow off all parts with 


compressed air to remove cleaning 





fluid and dirt from recesses and 
internal passages. 

Inspect all parts for excessive 
wear or damage. Inspect the pop- 
pets and seats in the booster con- 
trol body. If the bore of the booster 
body assembly is corroded or rusted, 
polish it with fine emory cloth or 
steel wool. If the booster body as- 
sembly is badly scored or pitted it 
should be replaced. 





Classified Advertisements 


1000 RAISED LETTER BUSINESS CARDS, 
Black or Blue Ink $4.95 Post-Paid. Two-color 
Red & Black or Red & Blue $5.95. Free Catalog 
and Commercial Printing Price List. Scull’s Print- 
ing, 121 West 25th Avenue, Wildwood, New Jersey. 


BUSINESS OPPORTUNITIES 





Franchises make profits! Operate your own fran- 
chise business. Nationwide openings. NFR's 
monthly Report publishes best offers, Write today 
for free details National Franchise Reports, 


CB-528, 33 N. Michigan, Chicago 1. 









The Mechanic's Best Friend! 


LIQUID 
WRENCH 
Cs. Loosens 


Rusted Bolts 


nuts, screws 









frozen” parts! 





The super-penetrating rust 
solvent that quickly loosens 
rust and corrosion. 


YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, WN. C. 





“DPERMATEX 
CHEMICAL 


aN 


‘S) 


PRODUCTS 


I, 

ee 

_MADE FoR THE 
PROFESSIONAL / 





order from your jobber 
NU-MA-CO PLASTICS 


BRAKE HOLE COVERS 


© Newly designed construction 
e Engineered to fit all Bendix brakes 
e Insist on the original brake plugs 
priced to give you big profits 
e Patented, other patents pending. 


NEWNAN MACHINE COMPANY 
P. 0. Box 737, Providence 1, R. I. 





order from your jobber 


Chilton's MOTOR AGE @ September 1960 





® 


ADVERTISERS’ INDEX 


This Advertisers’ Index is published as a convenience, and not as part of the advertising contract. 
Every care will be taken te index correctly. No allowance will be made for errors or failure to insert. 
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AC Spark Plug Div. 86-87 
Agency-—-D. P. Brother & Co., Inc. 
AP Parts Corp.... id 10-11 
Agency—Gray & Rogers Advg. 
Albertson & Co., Inc. a Tae 
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American Telephone & Telegraph 
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Agency Cc unninghan & Walsh, Inc. 
Armstrong Rubber Co. 18-19 
Agency—Lennen & Newell, Inc. 
Armstrong-Victor Div. ; 121 
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Automotive Equipment Mfg. Co.... 123 
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Black & Decker Mfg. Co. 100-101 

Agency—Van Sant, Dugdale & Co., 
ne. 

Bosch Corp., Robert es 14 
Agency B. T. How ard Co. . Ine. 

Breeze Corp., Inc............. a, ae 
Agency—Adams & Keyes, Inc. 
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Agency—McCann-Erickson, Ine. 


Cc 
Champion Spark Plug Co. 96-97 
Agency—J. Walter Thompson Co 
Chrysler Motors Corp., Mopar Div. 25 


Agency—N. W. Ayer & Son, In 
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Agency-—-Van Sant, Dugdale & Co., 
Ine. 
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Agency—Campbell-Ewald Co. 

Dill Mfg. Co. 81 
Agency—Carr Liggett Adva., Ine. 


Ditzler Color Div., rest Plate 


Glass Co..... ‘ 23 
Agency -Maron, Ine. 
Doan Mfg. Co. 68, 118 
Agency— William Glaze er Advg. 
Dow Chemical Co. 57 


Agency—Mac Manus, John & 
Adams, Inc. 


Du Mont Laboratories, Inc., Allen B. 4 
Agency—Lescarboura Advg., Inc 

Du Pont de Nemours & Co., Inc., 
E. | 62-63, 104 thru 107 


Agency—Batten, Barton, Durstine 
& Osborn, Inc. 
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Eis Automotive Corp............. 117 
Agency—The Furman Co., Inc. 


Electric Autolite Co. 
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Electric Storage Battery Co. 
Exide Div.... ar .. 82-83 
Agency—Batten, Barton, Durstine 
& Osborn, Inc. 
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General Electric Co. 84-85 
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Ken Tool Mfg. Co. reer 128 
Agency—Norman Malone Assoc. 
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Lucas Electrical Services, Inc....... 130 
Agency—McCarty Co. 
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McQuay-Norris Mfg. Co. 72 thru 77 


Agency--D' Arey Advg. Co. 
Monroe Auto Equipment Co.. 126-127 
Agency—-Aitkin-Kynett Co. 


Mopar Div., Chrysler Motors Corp. 25 
Agency-—-N. W. Ayer & Son, Inc. 
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Agency—W illiam A. ’ Hatch, Ine. 
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New Britain Machine Co.......... 12 


Agency—Humbert Jones, Inc. 
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Perfect Circle Corp. 2nd Cover 


Agency—Compton Advg., Inc 
Permatex Co., Inc. 128 
igency--G. M. Basford Co. 
Porter Co., Inc., H. K., Thermoid Div. 
Back Cover 


Agency -Erwin Wasey, Ruthrauf 
& Ryan, Inc. 


Purolator Products, Inc........27, 94-95 


Agency—J. Walter Thompson Co. 
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Ss 
Sg et, ee eee 69 
Agency—G. ey Basford Co. 
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Agency—The Furman Co., Inc. 
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United Motors Service Div., G. M. 
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Agency—Meldrum & Fewsmith, 
Ine. 
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Wix Corp. ee 


Agency—Humbert &. Jones, Inc. 


129 








Merchandising & Tune-up ° ¢ « e Continued from page 113 


from the money saving, appearance 
or performance standpoint. Then 
close the sale by asking, “when can 
we have your car to do the job?” 
Never say, “may we do the job?” 
This throws the decision back into 
the customers hands again and he 
may want to put it off for a later 
time, perhaps, never, as far as your 
garage is concerned. 

One thing which is important to 
remember, it is just as bad to over- 
sell as it is to undersell. If you try 


too hard to push a product or serv- 
ice, the customer may automatically 
resent being high-pressured. Al- 
ways use the friendly and helpful 
approach when selling. Overselling 
will cost a shop business in the 
long run. Just make it a point to be 
alert to the customers’ needs and 
recommend your shop’s_ services. 
Follow these recommendations with 
a good sensible sales talk, good 
products, good service and business 
around your place is guaranteed! 








LUCAS ACCESSORY LAMPS 


Lamp 
Twinlamps 


original equipment quality! Whatever the make car, whatever the 
styling preference, there’s a smartly designed Lucas accessory lamp to suit 


your customers’ individual lighting needs. You'll have more satisfied, more 
profitable sales when you recommend these and other genuine Lucas “made 
in Britain” accessories. Send today for the new Lucas 12-page accessory 
booklet and details on the complete line. 


LAMPS «+ DISTRIBUTORS + WINOSHIELD WIPERS «+ HORNS 
REGULATORS «+ STARTERS «+ BATTERIES « GENERATORS 
COILS « GIRLING BRAKES « GIRLING SHOCK ABSORBERS 





United States Factory Branches 


LU CAS ELECTRICAL SERVICES, INC. 


Dept. MA-9, 501-509 West 42nd Street, New York 36, N. Y. 


New York © Chicago « Houston « Los Angeles « San Francisco « Jacksonville ¢ Boston ¢ Seattle « Denver 
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LAST LAFF 


A 6-year old boy was sulking to his 
mother: "I'm not going to eat m 
spinach and I'm not going to drink 
my milk. If | grow up too big, | won't 
be able to fit into a space capsule!" 


Missionary: “Do you folks know 
anything about religion?” 

Cannibal: ‘“‘We had a taste of it 
when your predecessor was here last 
year.” 

















“Now don’t go in the garage, dear. 
| want you to remember the caras | 
it looked this morning.” | 


Friend: “How do you like your 
baby sister, Tommy?” 

Tommy: "All right, | guess. But like 
Pop said, there are lots of things we 
needed worse." 





Sometimes the best way to liven up 
a party is to leave. 








ae 
Snrey. \ oe 


rh 


\ | 
“Going bowling with the boys to- | 
night, dear. Don’t expect me | 
home until midnight and that’s 

just an estimate.” 








Chilton's MOTOR AGE @ September 1960 





“We find BONUS business 
under the hood 


by checking every belt” <¢ 


v 


says HAROLD RODERICK 

of Roderick & Johns, Inc., 
1142-44 West Belden Avenue 
Syracuse, New York 


“We check every belt on every car that comes into 
our garage and find that these few minutes under 
the hood really pay off, both in customer goodwill and in 
‘bonus business’ for us. We sell from 10 to 15 belts 
a week through a regular routine of checking every belt. 


“The profits on fan belt sales is not the our 38-year reputation for top quality work. 
only benefit we get from turning over every belt. Gates Sales Tools, such as 
We want every car to go out of here in top the Dial Finder and Wall Charts, make it 
shape. Finding and replacing worn easy to find and install the right belt 
fan belts spares the customer possible trouble on just about any carina 
on the road and maintains matter of minutes. 


Start Making More Profit — TODAY — on Fan Belts! 


Call your nearby Gates Supplier and tell him you want to “go” Gates. 
At no cost to you, he will have a factory-trained Gates representative 
install attractive belt racks, clean up your present stock, 
provide catalogs and a belt finder that make it easy to find quickly the 
correct belt size for every car. He will also help you 

get your stock in shape for maximum profits 


without loss of one penny on present stock. 
TPASI8S 





CRACKED GREASY GLAZED PEELING SPLIT 


" To find belt wear always 


' turn belt over — The underside 
* of the belt...not the top... tells 


} the true condition of ‘the belt. . (| ‘ \ \\ 
REPLACE BELTS _ . Ir x | - ; 
LIKE THESE: : = a tux 





« 

















World's Largest Maker of V-Belts 














Thermoid 





New 


7 ton test proves extra density 
and uniformity of new Thermoid Pressure 
Forged ‘‘Thermoblocks”’ 


Long life in brake blocks depends on density and 
uniformity. The new Pressure Forged process packs 
in more high-grade friction materials to make 
Thermoid ‘‘Thermoblocks’’ 19% denser . . . more 
uniform in density. It’s the combination of this 
extra density and uniformity that gives you longer 
wear and safer stopping with the new Thermoid 
Pressure Forged ‘‘Thermoblocks.”’ 


THERMOID DIVISION 





7/2 ton “squeeze” proves greater density 
Pressure Forged ° Thermoblocks” 





Identical test shows relative softness 
and lack of uniform density in conventional 
*‘look alike’”’ block 


Nearly 3 million miles of test abuse have proved that 
new Thermoid Pressure Forged ‘‘Thermoblocks”’ can 
take it. And hundreds of fleets have rolled up new 
mileage records . . . records that mean safer stopping, 
more miles per brake dollar. 

See your Thermoid distributor or write: Thermoid 
Division, H. K. Porter Company, Inc., 200 Whitehead 
Road, Trenton 6, New Jersey. 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asvestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 


















